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MAKE PLANS FOR 
RATING NEW JERSEY 


Companies Prepare to Comply With 
Provisions of Ramsey Law Soon 
to be Effective. : 
NEW ASSOCIATION LAUNCHED. 
Under Direction of Atlee Brown All 
Risks in State Will be 
Scientifically Rated. 





To comply with the provisions of the} 
Ramsey law, which becomes operative! 
July 4th, a new fire insurance organ- | 
ization called the New Jersey Fire | 
Actuarial Bureau was launched at a} 


this city on Tuesday. 

Frank Lock, United States manager 
of the Atlas was chairman of the gath- 
ering, which was attended by fully 
one hundred company officials, while | 
Howard P. Moore, assistant secretary | 
of the Home, and vice-chairman of the | 
New Jersey committee presented the} 
report of that body. There was little | 
discussion, the underwriters present) 
promptly and without question endors 
ing the recommendations of the com- 
mittee. The resolutions adopted here 
follow: 

The 
adopted: 

Resolved, That the companies (repre- 
sented by executive officers) assenting 
hereto form the New Jersey Fire Actu- 
arial Bureau, for the purpose of com- 
plying with chapter 85, laws of 1913 
of the State of New Jersey, and shall 
individually and severally employ a 
rating expert, to be known as manager, 
who shall prepare schedules, basis and 
class rates and such forms, permits and 
tlauses as affect premium, and which 
will be in compliance with the afore- 
said chapter 85, and shall file the same 
with the Commissioner of Banking and 
Insurance at Trenton, N. J., on behalf 
of each subscriber when written au- 
thorization is filed by such subscriber 
with said commissioner. 

The said manager shall apply such 
schedules and other rating methods as 
do not discriminate unfairly between 
risks in the State of New Jersey of 
essentially the same hazard and shall 
also publish to the companies who may 
become subscribers to this bureau and 
to their agents the results thereof, and 
shall also certify to each subscriber in- 
dividually the correctness of its reports 
of the risks undertaken by it. 

Resolved, That the chairman of this 
» mecting be empowered to appoint an 
/ advisory committee of eleven compa- 
; (which shall elect its own chair- 
»™an), which committee shall have 
(Continued on page 13.) 


following resolutions were 
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Fire, Lightning, Windstorm, Automobile, 


Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 


meeting of fire underwriters held in| B= Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if preventable. 





ELBRIDGE G. SNOW, President 





North British 


Entered United States 
1866 


and Mercantile 


Established 1809 


Insurance Co. 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








Life Insurance. . . 
SS Eee ea ere ; 


Fire Insurance 





producing business. 
the right men. 
Ohio and Indiana. 
in first letter. 


An Eastern Company desires to con- 
tract with three men who have had 
experience in handling territory and 
Salary positions to 
Territory—I Illinois, 


Address, Organizer, 


Care Tue EAsTeERN UNDERWRITER, 
105 William Street, New York City. 


Full Information 
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ETE 
REVISION OF FORMS 


Equitable Life of lowa Redrafts Policy 
Contracts Incorporating all Approv- 
ed Present-Day Features. 


NEW ISSUES EFFECTIVE JUNE 1. 
Provisions of Twenty Payment Life 
Annual Dividend Policy Including 
Schedule of Values. 


Life 


Des 


honored Equitable 


The 


Insurance (¢ 


old and 
‘ompany of lowa, of 
Moines has revised its policy forms, the 
new issue becoming effective June 1. 
The Twenty Payment Life Annual Div- 
$10,000, age 35, pre- 
the loan, 


extended insurance 


idend Policy for 


$351.80, together with 


mium 
cash surrender and 
is given herewith: 
the 
for this policy, a copy of which is here- 
to attached, and part of this 
and the thre 


and 80-100 dollars, on 


values, 

In consideration of application 
made a 
contract, payment of 
hundred fifty-one 
its delivery, and the payment 
the 


or before 
thereafter of 
three hundred fifty-on« 
lars, on or before the first day of June 
in every year until full 
have been paid, or un- 


annual premium of 


and 80-100 dol- 
twenty years’ 
premiums shall 
til the prior death of John Doe, herein 
called the Des Moines, in 
the State of Iowa, 
promises home office in 
! Iowa, to Mary 


insured, of 
Polk, 
to pay, at its 
Des Moines, 
the 
with 


County of 


the City of 
Doe 
as beneficiary 


part of the 


(designated 
the 
be..- 
the 


insured, 
the right on 
insured to change the 
provided) 
thousand dollars together 
with additions the 
legal surrender of this policy, and upon 


wife of 


eficiary as hereinafter 


sum of ten 


any paid-up upon 


receipt at its said office of due 
of the the 
policy is in full force; 
tion of the 
and other indebtedness to the 


proois3 
death of insured while this 
any unpaid por- 
current year’s premium 
Company 
on account of this policy being first de- 
ducted therefrom. 
Beneficiary. If the right 
to change the beneliciary has been ri 
served, or in case of the death of any 
beneficiary under either a revocable or 
irrevocable designation, the insured 
may, at any time, subject to the rights 
of any assignee, designate a new ben- 
eficiary with or without reserving the 
right of revocation, by filing written 
notice thereof at the home office of t 
Company. Such change shall tal 

ct only upon its endorsemen 
policy by the Company, at its 
i and must be completed during the 


of the insured 


Change of 


hom: 


If more than on 
survive the insured, their 
proceeds of the policy 
sidered as equal, unless otherwis 
rected by the insured. The interest 
any beneficiary who dies before the 
sured shall vest 


shares 


shall } 


in the insured, 
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otherwise provided by endorsement on 
this policy at the direction of the in- 
sured. f 

The Reserve on this policy shall be 
based upon the American Experience 
Table of Mortality, with three and one- 
half per cent. interest, and the full 
amount of such reserve, or the present 
value of any unpaid installments, shall 
be secured by deposits of interest bear- 
ing securities with the Insurance De- 
partment of the State of Iowa, as re- 
quired by law. , 

This Policy is issued and accepted by 
all parties in interest with the express 
understanding that the contents of all 
of its pages form a part of this con- 
tract as fully as if recited over the 
signatures hereto affixed. 

In Witness, Ete. 


Provisions and Benefits. 


The Policy Contract. This policy, 
together with the application therefor, 
shall constitute the entire contract bDe- 


hereto. All state- 
insured shall, in 


tween the parties 
ments made by the 
the absence of fraud, be deemed repre- 
sentations and not warranties, and no 
such statement shall avoid this policy 
or be used in defense to a claim there- 
under, unless it is contained in the 
written application, a copy of which is 
endorsed upon, or attached to, this pol- 
icy when issued. No agent is author- 
make, modify, or discharge 
or to waive forfeitures. 


ized to 


contracts, 


Incontestability. This policy shall 
be incontestable after one year from 
the date hereof, except for non-pay- 


ment of premium. 

Misstatement of Age. If the age of 
the insured has been misstated, the 
ameunt payable hereunder shall be 
such as the premium actually paid 
would have purchased at the correct 
age and under the Company’s rates at 
date of unless the laws of the 
in which this policy is delivered 


ull prescribe another method of set- 


issue, 





Suicide. If, within one year, from 
the date hereof, the insured shall com- 
mit suicide, whether sane or insane, 
the liability of the Company shall be 
limited to the amount of cash pre 


miums paid on the policy 

Risks not Assumed. If witliin 
year, from the date hereof, the insured 
shall reside in any part of Torrid 
Zone; or shall be personally engaged in 
the occupation of blasting; under- 
ground mining; submarine operations; 
aerial ascensions; handling electric 
wires or dynamos, where the voltage 
used is over 600; or as lineman; or in 
ocean or lake navigation; or working 
upon railroad trains as engineer or 
fireman; or in switching or coupling 


one 


the 


cars; or as conductor or brakemai 
upon freight trains; or in the produc 
tion or transportation of highly ex- 
plosive substances; or the manufac- 
ture or sale of pirituous or malt 
liquors (except as druggist); or shall 
engage in the military or naval ser- 


vice in time of war, this policy shall 
become null and void, and all pay- 
ment thereon forfeited. 

Payment of Premiums. All pre- 
miums after the first, are due and pay- 
able in advance at the Company’s home 
office, but may be paid elsewhere to 
an authorized collecting agent in ex- 
change for receipts signed by the pres- 
ident, vice-president, or secretary and 








countersigned by such agent. Failure 
to pay any premium, or any note ac- 
cepted therefor, when due and payable, | 
shall cause this policy to cease and de-| 
termine and, unless reinstated, all| 
payments made thereon shall remain 
the property of the Company, except | 
as hereinafter provided. The mode of) 
premium payments may be changed, 
on any anniversary of the policy, from} 
annual to semi-annual or quarterly, or! 
vice versa, at rates now in use; but 
the payment of any premium shall not 
maintain the policy in force beyond 
the date on which the next payment is} 
due, | 

Grace in Payment. A_ grace of} 
thirty-one days, during which the pol-| 
icy shall remain in full force, will be! 
allowed for the payment of any pre- 
mium, after the first; and if death oc 
curs within the thirty-one days of 
grace, the unpaid portion of the then 
current year’s premium shall be de- 
ducted from the amount payable here- 
under. 

Reinstatement. This policy, if not 
previously surrendered, may be rein- 
stated at any time within five years 
after date of default in premium pay- 
ment, upon furnishing evidence satis- 
factory to the Company of the insura- 
bility of the insured, together with the 
payment of all premium arrears, with 
interest at not to exceed six per cent. 
per annum, and the payment of rein 
statement of all indebtedness existing 
against the policy, at the time of such 
default, with accumulated interest at 
not to exceed six per cent. per annum. 

Assignments. No assignment of this 
policy shall be binding upon the Com- 
pany until the original or a duplicate 
thereof shall be filed at its home office; 
but in no will the Company be 
responsible for the sufficiency or valid- 
ity of any assignment. Any claim 
against the Company, arising under 
this policy, made by an assignee, shall 
be subject to satisfactory proof of in- 
terest, and to any indebtedness to the 
Company hereon. 


case 


Dividends and how Applied. Upon 
payment of the second annual pre- 
mium, and annually thereafter, this 


policy shall, at the end of each year to 
which premiums have been fully paid, 
be credited with a dividend as appor- 
tioned by the Company from the sur- 
plus to policies of the same age and 
class. 

Dividends, at the option of the own- 
er of this policy, may be either— 

1st. Applied to purchase paid-up 
additions to the policy, or, 


GREAT SOUTHERN LIFE INSURANCE COMPANY 


J. S. RICE, President HOUSTON, TEXAS J. T. SCOTT, Treasurer 
PROGRESSIVE PROSPERITY 
Applications Received 


JANUARY FEBRUARY MARCH APRIL TOTAL 
1910 $388,500 $436,000 $495,500 $664,500 $1,984,500 
1911 627,400 600,400 655,585 1,135,150 $3.018,535 
1912 709,290 714,521 777,800 1,026,300 $3,227,911 


1913 1,093,900 + 1,050,600 1,514,650 1,800,125 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 


(paid-for basis) 


$5,459,275 


GROSS ASSETS 


Dec. 31, 1909 $655,004.93 $992,000 
Dec. 31, 1910 1,057,016.02 5,352,260 
Dec. 31, 1911 1,128,912.85 10,057,028 
Dec. 31, 1912 1,306,689.41 14,859,856 


April 30, 1913 1,382,690.46 17,537,689 


For Agency Contracts address 


O. S. CARLTON, Vice-President, Houston, Texas 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 








1850 1913 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s cor 
mission, a renewal interest insuring an income for the future. Address the Company at its Hom 
Office, 277 Broadway. New York City. 

JOHN P. MUNN, M. D., President 
FINANCE ({OLARENCE H. KELSEY, Pres. Title Guarantee and Trust Co. , 











(Continued on page 6.) 





COMMITTEE (WILLIAM H. PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank is 
IN FACT, AS WELL AS IN NAME 


STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Uf interested, take A. B. UTTER, Agency Manager, 


the matter up with 


Head Office 
Rome, Georgia 








Unexcelled Service 


To Policyholders 








For Fifty-three Years Characterizes 


THE GERMANIA LIFE INSURANCE COMPANY OF NEW YORK 


1912—ANOTHER YEAR OF PROGRESS AND PROSPERITY 


Assets (January 1, 1913) ‘ . 
Surplus and Dividend Funds : 


Insurance in Force (Paid for basis) 


$48,205,861.37 
6,500,332.94 


The Company’s METHODS are CLEAN and PROGRESSIVE, its policy forms contain the most liberal provisions and 
guaranteed values, and the premiums are low. 

PRODUCERS can obtain ATTRACTIVE AGENCY CONTRACTS for exclusive territory with the COMPANY DIRECT, 
by addressing HOME OFFICE, 50 Union Square, NEW YORK. 


Liabilities ‘i . R : : $41,705,528.43 
New Insurance paid for " ‘ 18,048,969.00 
. " $138,615,233.00 
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SURVIVORSHIP FUND “BARRED 


TEXAS. 





DECLARED ILLEGAL IN 





Attorney General Gives Opinion on 
Subject at Request of Commis- 
sioner Gill—Fallacy of Plan. 





\' the request of Insurance Commis- 
sio B. L. Gill of Texas, Attorney 
General Cureton has given an opinion 
on the legality of survivorship fund 
contracts, in which he holds that such 
contracts are in violation of the law 
ot the State. The attorney general’s 
opinion contained in a letter to Insur- 


an Commissioner Gill is as follows: 
partment of Attorney General, 
Austin. 
May 23, 1913. 
He B. L. Gill, 


ommissioner of Insurance and 
Banking. 
Capitol. 
Dear Sir:— 
reply to your letter of May 9, 


1913, concerning Survivorship Fund 
contraets, copies of which are attached 
to your letter, we beg to advise you 
that these contracts are in violation of 
the express provisions and terms of 
Section 19, pages 198 and -199 of the 
General laws passed by the 31st Legis- 
lature. Among other classes of poli- 
ci prohibited by this section is the 
following: 

“Any policy containing any special 
or Board contract or similar provision 
by the terms of which said policy will 
share or participate in any special fund 
derived from a tax or charged against 
any portion of the premium on any 
ether policy.” 

It appears to us that the contracts 
under considération are expressly pro- 
hibited by this provision of this Act. 
The Survivorship contracts attached to 
your letter provide for the creation of 

pecial fund by a tax of a certain per 
cent. on each policy placed in that 
cla and then provides that the whole 
of this special survivorship fund and 
accumulated interest shall be distrib 
uted in cash among the holders of the 

‘vivorship fund policies in force for 
a certain time, ete. This is expressly 
prohibited by the law. 

Yours very truly, 
(Signed) C. M. CURETON, 
First Office Assistant Attorney General. 
| opinion has been passed upon, ap- 


proved by the Department in execu- 
tive session, and is now ordered re- 
orded. 


(Signed) B. F. LOONEY, 
Attorney-General. 

Artemus R. Roberts, president of the 
\micable Life Insurance Co. of Waco, 
in commenting upon the opinion of the 
general subject of supervisorship fund 
contracts says: 

In order to influence a policy holder 
to contribute to this “Supervisorship 


Fund,” on the basis selected, it is, of 
course, necessary to lead such policy 
holder to believe that on a small in- 
vestment he will receive enormous re- 
turns at the end of the twenty year 
Tontine period. 

It is reported that some of these 
policy holders have been led to believe 
by some smooth agents that an invest- 
ment of $19 during nineteen years of 
$1 each, would realize to such policy 
holder, at the end of twenty years, sev- 
eral hundred dollars. By following 
closely the figures given on the next 
three pages hereof, it will be observed 
that upon a lapse basis of the Meech 
Experience and a mortality basis of 
the American Experience (and both of 
these tables will be taken as testimony 
in any court in estimating the value of 
agents’ renewals or widows’ dowries) 
the investment of the $19 during the 
nineteen years will realize, conserva- 
tively, $49.26, or about ten per cent. 
compound interest on the $19 invested, 
$1 annually, to the policy holder. If 
the lapse ratio should be greater than 
the standard tables above quoted, the 
receipts of the company would be cor- 
respondingly reduced, and relatively 
decreasing the fund to be divided 
among a decreased number of policy 
holders, thereby realizing to such 
smaller number of policy holders about 
the same sum to each relatively as 
would have been realized by a larger 
number at the end of twenty years. 

President Roberts cites the actual 
experience under the American Ex- 
perience Table of Mortality, comparing 
it with the method of computing used 
in connection with the survivorship 
fund contracts and points out: 

It is evident that the total estimated 
accumulated “Survivorship Fund” col- 
lected and improved at 5 per cent. com- 
pound interest during the nineteen 
vears amounts to $16,453.33, to be 
divided at the end of the twenty years 
among the 334 surviving and persistent 
policy holders, giving to each one 
thereof $49.26 on each $1,000.00 policy, 
or about 10 per cent. compound inter- 
est on his $19.00 invested during the 
nineteen years. 


kesiates Month. 





June, the best month of 1913. That 
is the slogan of the field force of the 
Manhattan Life. The special incentive 
to make it such is the fact that June 
has been designated “Lovejoy Month” 
in honor of the new president of the 
company, Thomas FE. Lovejoy. 

In this connection the new business 
for May was 42 per cent. in excess of 
that for the same month of last year, 
and Vice-President Roche predicts that 
June will surpass May in point of pro- 
duction—and he generally knows what 
he is talking about. 





The State Life of Indianapolis will 
hold the second annual convention and 
banquet of the $100,000 and $200,000 
clubs on June 12 and 13 at Indianapolis. 





DISCUSS PART TIME WEK 


ALBANY ASSOCIATION MEETING. 








President Wyman and State Registrar 
Andrews Aid in Making Gather- 
ing a Success. 


The Capital District Life Underwriters 
Association of Albany, N. Y. has ap 
plied for admission to membership in 
the National 
ment of 


Association, its enroll- 
being 120. Follow- 
acceptance, a member of the Ex- 
ecutive Committee of the National body 
will be chosen. 

Saturday, June 21, has been set 
apart for an outing and Shore Dinner 
by the Association. A program, includ- 
ing contests and sports of various 
kinds, is being arranged for the oc- 
casion, a special feature of which will 
be a game of baseball between the rep- 
resentatives of participating and non- 
participating companies. 

The May meeting of the 
trict Association, held 
Hotel was a big success. Some sixty- 
five were present when President 
Kohn, who presided, “started the ball 
a rolling.” Among the guests were 
Willian D. Wyman, president of the 
Berkshire Life and John S. Andrews, 
Registrar of the New York Insurance 
Department. 

Applications for membership pre- 
sented and approved were: J. H. 
Arthur, Travelers, Ticonderoga; John 
H. Lasch, T. J. McDonald, Williara 
Davis and Geo. E. Kelly, Metropolitan, 


members 
ing 


Capital Dis- 
at Keeler’s 


Albany; David M. Kinnear, Penn Mu- 
tual, Albany. 
Favors Earnest Part-Timer. 

Mr. Wyman was introduced as au 
ardent supporter of the Association 
movement, having served it as Na- 
tional president, and for a number o% 
years, a member of the executive com 
mittee. He spoke appreciatingly of the 
benefit and influence the members of 
such an Association possess. He ad- 


vocated a hearty co-operation between 
home office officials and field represen- 
tatives; mentioned the warm and last- 
ing friendships established in such an 
Association, increasing the efficiency of 
the field force by coming together; and 
magnified the good influence of such an 
Association upon the public Prest- 
dent Wyman also spoke particularly in 
favor of the part time man who is 
really desirous of trying himself out 
in the life insurance business; and 
mentioned a number of specific cases 
where, without this opportunity, men 
would have been lost to the life insur 
ance business who have become very 
strong factors in the business. 
Selling Better Policies. 

Mr. Andrews expresses himself as 
being in sympathy with the part time 
man who is truly desirous of trying 








himself out, and ra in sym- 
pathy with the part time man located 
in smaller towns and villages, where 
he can be an influence for good. He 
said that in such localities it is in the 
public interest to employ part time men 
in the Life Insurance business. Mr. 
Andrews spoke further of the various 
phases of the New York Law—a eub- 
ject that was most interesting to all 
present. He referred particularly to 
those sections of the Law that, because 
of confusion, have had to be amended 
or interpreted by the Insurance De- 
partment, the policy forms as author- 
ized by the Department, and the diffi- 
cult questions the Department has to 
pass upon. It was his emphatic con- 
clusion that the Life Insurance men of 
to-day are selling better policies than 
ever before. 

In conclusion, Mr. Andrews extended 
the invitation to the members of the 
Association to call upon him at any 
time for such information and assist- 
ance as his Department may be able to 
render, which will be most cheerfully 
done. 





INSURES PLAYERS FOR $205,000. 





Brooklyn National League Club Covered 
Under Largest Policy—Edmund 
H. Driggs Writes Contract. 





The Brooklyn National League Base- 
ball Club has been insured under a 
blanket policy against accident for a 


total of $205,000. Thirty-one persons 
are covered. The policies provide for 
double indemnity in case accident oc- 


curs while in a public conveyance. This 
is said to be the largest single policy 
covering a basebal! club. 

There was keen competition 
business among the agents 
bids, among them being 
Mathewson. It was finally written 
by Edmund H. Driggs. Mr. Driggs 
was formerly vice-president of the Em- 
pire State Surety Co. and later agency 
superintendent of Peoples Surety Co. 
He at one time a member of Con- 
g£ress. 


for the 
making 
Christy 


was 





MUTUAL BENEFIT CLUB DINNER. 
Officers and General Agents Guests of 
Day & Cornish Agency at Annual 
Banquet. 








A number of the officers and general 
agents of the Mutuai Benefit Life, were 


the guests of the Day & Cornish Agency 
at the annual banquet of the Mutual 
jenefit Club of the agency at Newark. 

Among the prominent guests and 
speakers were Vice-President Edward 
E. Rhodes; Actuary Percy C. H. Papps; 
Superintendent of Agencies Alfred A. 
Drew; Assistant Superintendent of 


Agencies William Winton, and general 
agents, John A. Bergen, of Trenton; 
James H. Glenn, of Philadelphia, and 
Charles T. Thurman, of Baltimore. 





Established 1899 


AMERICAN CENTRAL LIFE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


H. M. WOOLLEN, 








Assets over 





NON-PARTICIPATING 
Preliminary Statement Dec. 31, 1912. 


President 











InsuranceinForceover . . . . 
Increase (paid for basis) over. . . 


Increase 1912over . 
Deposited with Auditor of State for security of Policvholders over 
Increase 1912over . . . «= -« 


$33,650,000 
4,461,000 
3,550,000 
350,000 
3, 370, 000 
382, ,364 
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INJUSTICE OF INCOME TAX 


Darwin P. Kingsley Makes Strong Ex- 
position of Reasons for Exemption 
of Mutual Business. 





President Darwin P. Kingsley of the 
New York Life, in an exhaustive, con- 
vincing and admirable memorandum on 
the application of the proposed income 
tax to life insurance, submitted to the 
Senate Finance Committee, discusses 
why life insurance conducted on the 
mutual plan should be exempt. Presi- 
dent Kingsley has appeared before the 
Senate Committee having the subject 
in charge and in this memorandum he 
sums up the whole subject in a clear 
and irrefutable way. 

After stating the problem of caring 
for the large and growing dependent 
class and the relation of taxation to 
this problem, President Kingsley dis- 
cusses the important part that life in- 
surance plays in solving the difficulty, 
and then he continues: 

How Life Insurance Helps. 

“Life insurance on the mutual plan is 
a device through co-operation by means 
ot which, at net cost, the earning powcr 
destroyed may be measurably restored, 
the broken plans reconstructed, the 
wife and children not only kept from 
the dependent class, but the children 
prepared and equipped to meet their ob- 
ligations as members of the efficient 
and producing class. 

“Life insurance becomes effective in 
solving the problem, powerfully effect- 
ive, before it reaches the point where 
it supplies to a man’s dependents some 
equivalent for the earning power which 
death has destroyed. It reaches society 
first through its effect upon the man 
himself. 

“There is nothing so demoralizing as 
fear. Nothing will demoralize an army 
so quickly as the expectation that it may 
he fired on any moment from an unlo- 
cated spot. In order to fight an enemy 
efficiently, that enemy must be definitely 
located. No man can decide to insure 
his life without bringing himself square- 
ly face to face with the fact that he 
must die. Every man knows this, but 
some, knowing it, fear it, and others 
knowing it, face it. The man who in- 
sures his life faces ft. When he insures 
his life, the fear of death, which op- 
presses him because of what may hap- 
pen to his family when he is gone, is 
conquered. He has located his great 
enemy. Life insurance, therefore, makes 
him a more efficient citizen. He does 
more and better work while living, be- 
cause he is conscious that he himself 
has paid the price of a contract which 
will keep his family out of the depend- 
ent class, even if he dies prematurely. 

Taxation. 

“All types of insurance are taxed, by 
the States and by the Federal Govern- 
ment. Life insurance, whether con- 
ducted for mutual benefit and protection 
or for profit, is already taxed two or 
three times as much as other business 
enterprises: 

“(a) By the States. The various 
States now tax the properties which rep- 
resent the security in which life Insur- 
ance has invested its funds just as it 
taxes all other property: but, in addi- 
tion to that, they levy on the average 
somewhere near 2 per cent. upon the 
capital annually invested by the insured. 
This represents a total taken by the 
States from all classes of insurance of 
about $17,000,000 a year, and a total 
taken from members of life insurance 
companies of something over $10,000,000 
a year. 

“(b) By the Federal Government. The 
Federal Government now takes from 
life insurance companies, under what Is 
known. as the Corporation Tax, 1 per 
cent. on their net incomes. The total 
tax in this way must exceed $1,500,000 
i year 

The Pending Income Tax BIfl. 

“The pending Bill apparently aims di- 
rectly to continue in its text the tax 
which the existing Corporation Tax im- 





poses. Ag it lies before the Senate of 
the United States, the Bill taxes what 
are mistakenly paid ‘dividends’ paid 
to members of mutual companies. It 
levies this tax although our own Federal 
Court has declared that such returns 
under the Corporation Tax used in the 
abatement of future premiums are not 
‘dividends’; although the law Lords of 
England, in the case of the New York 
Life Insurance Co. vs. Styles, declared 
that such payments were not divi- 
dends; and although the highest author- 
ity in France, under their Income Tax, 
declared that these returns were not 
taxable because the institution was 
mutual. 

Mutual Business Should Not be Taxed. 

“Such enterprises should not be tax- 
ed at all because they work most 
powerfully in the solution of the great 
problems which every State constantly 
faces. To tax them is to levy a tax on 
a tax. To tax them is to punish ind1- 
viduals for effectively doing the very 
thing the State is preparing to do when 
it levies a tax. To tax them is worse 
than punishing thrift, it is burdening 
small savings which are impressed with 
an unequalled social efficiency; and so- 
cial efficiency means a decrease in the 
dependent class. Life insurance an- 
swers the question whether or not a 
man will live long enough to provide 
for his family. That is one of the 
grave problems of all society, and, so 
far as money can represent a man’s pro 
ductive power, the calamity that other- 
wise happens when a man dies pre- 
maturely is vastly minimized. Life in- 
surance cultivates the fundamental 
principles of self-respect and individual 
responsibility, which underlie every 
successful, self-governing community. 

‘Life insurance prevents social de- 
faults through premature death, which 
are as disastrous to society, and fre- 
quently as dishonorable, as those which 
occur in banking and general business. 

“Life insurance takes money other- 
wise unrelated—and possibly hostile— 
associates it, and then meets the de- 
mands for capital of a rapidly devel- 
oping society. The great principle in 
modern industrial and civic develop 
ment is that the earning power of un- 
born generations is constantly offered 
as security for money which must he 
spent now. The scattered, otherwise 
unrelated, and financially unimportant, 
members of a great life insurance com- 
pany, by their co-operation and the cap- 
ital which they are obliged to assem- 
ble, buy these securities and thereby 
forward the great plan of modern civil- 
ization. 

“Life insurance is a 
cator for millions of people, a banker 
that cannot be ruined through panic, 
and who nevertheless allows every de- 
positor to draw at any time, even in 
panic times, to the extent of his in- 
dividual cash credit. 

“Life insurance transforms business 
into a constructive sociology. It adopts 
a great statesman-like plan and makes 
the individual an effective part of it. 

“Against the encroachments of the 
dependent class, it makes the individual 
definitely efficient. Under our form of 
government, every individual has a ce! 
tain civic responsibility which most in- 
dividuals shirk with distressing  re- 
sults. Under the plan of life insurance, 
every individual has a definite respon- 
sibility which he may not shirk, or, if 
he does, he leaves something with his 
associates, through what he has already 
done, which in a degree is a compen 
sation for his default. 

“Some of the above reasons could in 
a measure, although not in the same 
way, be assigned why other kinds of 
business should not be taxed. They are 
recited here not because they in them- 
selves justify the exemption of life in- 
surance, but because they buttress the 
central, the great reason, viz.: 

“Life insurance practically eliminates 
the panic caused by premature death. 

“This service alone is practically 
worth more to the State, as a contribu- 
tion from the people who render itt, 
than the product of any tax laid on any 
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State Mutual Life Assurance Co. 


———— © FF a 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.-- PROGRESSIVELY SUCCESSFUL... 
January 1, 1913 





Assets - - - - $40,824,834.55 
Liabilities - - - . 37,768,198.59 
Surplus Mass. Standard - - $3,056,635.96 
Insurance Issued, 1912 - - $22,831,849.00 


Insurance In Force - - - $160,951,604 00 


The year 1912 was the most successful in the history of the State Mutual 
That means successful agents. 


Only the highest grade men considered. 
EDGAR C. FOWLER, Superintendent of Agencies 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 
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A GCOOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
220 BROADWAY 


PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 


LiFe 


CALL ON COMPTON 
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The Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WIS. Chartered 185 
GEO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,229,377,814 
SATISFIED POLICYHOLDERS to the number of 13,634 applied for 


$61,353,000 of additional insurance in the Northwestern last year. 


SATISFIED AGENTS earn the largest incomes because Northwestern 


policies are easiest to sell and stay longest in force. 


Purely Mutual 


1912 Largest Year in History of Company 
It will pay you to investigate the reasons 
Write to 4 
H. F. NORRIS, Supt. of Agencies 


MILWAUKEE, WIS. 








Largest Dividends 
Lowest Cost 
Best Policy 


Income Insurance 
Corporation Insurance 
Partnership Insurance 
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section of the community either by the 
Federal Government or by the States. 
Why do Legislatures so Persistently 


Tax Life Insurance. 


“The Committee on Insurance Law of 
the American Bar Association, reported 
on this subject as follows: 

“We have not in this year of grace 
1907 risen above the idea that money 
in sight belongs to him who can get 
hold of it, and keep it, and keep out 
of jail.’ 

“And again: 

“And so it is that these immense 
sums of money in sight have been re- 
garded as spoils * * * by a num- 
ber of State Legislatures which with 
little knowledge and less scruple have 
treated as legitimate loot these moneys 
raised by voluntary taxation to provide 
against disaster and calamity. * * * 
‘he individual who misappropriates 
trust funds deserves censure and pun- 
ishment, but it is just as dishonest to 
steal under the protection of law as 
without it; it is just as dishonest for 
the State to lay unholy hands on trust 
funds as for an individual, and the 
States commit a monstrous injustice 
when they seek, even partially, to 
maintain themselves by legislative raids 
upon trust funds. Moreover, it is the 
climax of cowardice to commit extor- 
tions in the name of the police power, 
but most of them are doing it, and thus 
they commit the identical offense which 
they condemn and punish in the indi- 
vidjual.’ 

It is not easy for the average man— 

not easy even for the average 
statesman—to understand that great 
accumulations of money may be benefi- 
cent, beneficent not only in purpose 
but beneficent in practice. 

“Possibly the report of the Bar As- 
sociation Committee was a little severe, 
every legislator knows the tempta- 
tion of ‘money in sight’ when, as a 
member of a legislative body, he is 
faced with the necessity of securing 
the revenue necessary to pay the ex- 
penses of government. 

“There is a tendency in the mind of 
the ordinary man, even in-the mind of 
some statesmen, to look with hostility 
upon any great accumulation of capital. 
The disposition is to wonder whether 
it has been honestly assembled; wheth- 
it has been honestly managed; 
whether it is not trying to oppress 
somebody in some way; whether it is 
not being used to get more than justice 
for its owners. It is not necessary to 
enter here into an analysis of why this 
condition of mind exists. It is suffi- 
cient to note that it does exist. This 
is undoubtedly one reason why Legis- 
latures are disposed to seek some rea- 
son for taxing the accumulations of life 
insurance. 

“The two chief reasons for taxing life 
insurance offered, while this Bill was 
pending in the House, were: 

“That there are profits in life insur- 
even when done on the mutual 


no, 


er 


ance 
plan; 
“That it is a business enterprise and 


should be taxed like any other business 
enterprise. 

“Both of the allegations must be 
answered. 

“There are no profits in mutual life 
insurance. There can be none. Men 
do not assemble for co-operation in a 
mutual institution in order to make 
money. They are facing the grim 
problem of death. Their primary im- 
pulse is to provide for their families. 
It is so nearly true that it can be stated 
as a broad proposition that no healthy 
man ever voluntarily insures his life. 
As an investment it is unattractive. 
The insurant knows that he may never 
see a dollar of the money he is paying 
in; he knows under most forms of 
insurance that he will see, if he lives, 
only a part of the money he hag paid 
in; he knows that under the most ex- 
pensive form of insurance he will re- 
ceive, if he lives, a small return on his 
capital at best, less than he believes 
he could realize if he had invested his 
money otherwise. ‘But,’ someone says, 
‘these great assets do earn money; 
they do produce an income.’ Yes, that 
is true. They have to. But that does 
not change the purpose to which this 
money is dedicated, and it does not 
change the fact that it is not a busi- 
ness enterprise. It may be illustrated 
this way: 

“The plan is to insure a man’s life 
at net cost. How shall we arrive at 
the net cost? Shall we await the stroke 
of fate and after a man is dead make 
an assessment upon our members and 
thereby arrive at net cost? That has 
been tried countless times, and, in the 
end, has always failed. The compa- 
nies that are taxed by this bill do not 
proceed on that program. They first 
adopt a recognized table of mortality, 
assume that they can earn a stated 
rate of interest through a long period 
of time, and from those two factors 
figure out a premium to which they 
add a margin for expenses. Assume, 
for illustration, that the premium call- 
ed for is $80, that being the nearest 
approximation that a company can 
make and be sure that it is large 
enough; but the company knows it 
will need $100 in order to insure that 
life, and it assumes that on the 
average, it will earn $20 on each such 
payment; in other words, that the net 
cost of insurance in that case will be 
$100. But as a matter of fact, it finds, 
when its figures are made up that not 
quite as many people died as the com- 
pany assumed; a little more interest 
Was earned than was assumed: ex- 
penses were a little less than assumed. 
Out of all these factors there is, 
between the net cost finally arrived at 
and the money the Company has tin 
hand, a difference of $10, and that 
money is in due course handed back 
to the man. That is not profits. It 
is the man’s own money, which the 
Company gives back because experi- 
ence has shown that the payment made 
was in. excess of the Company’s actual 

















"THE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


OF PITTSBURGH? .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. Our 
agents are saving money. 
Write FRANK A. WESLEY 
(Vice-President and Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 



























































Frank D. Jackson, Pres. Sidney A. Foster, Sec. 


MEN WHO CAN | 
DISTRICT MANAGERS WANTED | DO THE worRK 





Territory in Pennsylvania, Ohio, Mis- 
souri and lowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 


are offered remunerative posi- * 
tions as field representatives in 
desirable territory. Good places 
are always ven to the right men 
those who 1 produce applica- 
and collect 







cations premiums. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Frep E 
Address 


RIcHARDS, President 
ALBERT E. AWDE, Supt. 


396 Congress Street, Portland, Maine 





Jas. T. Priestly, M. D. 
Medical Director 


Carleton B. Pray 
Treasurer 

















We Have Found The Ideal 


YOU SHOULD SEE A SAMPLE 





Our 20 Pay Life Special Cash Payment Policy 


Just at this time there are several 


good openings in Pennsylvania 


Write For Direct Agency Agreement 


Security Life Insurance Company 
of America 





needs; in other words, by returning 
this excess, the Company balances the 
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(Continued on page 9.) 









W. 0. JOHNSON, President The Rookery, Chicago 


















flag hangs outside his door.”’ 

one who has confidence in the com 

in everything, stability, efficiency, | 
And that is why Union Cent 


Che Union 


Why Union Central Agents Make Good 


A well-known public speaker recently stated that ‘‘the agent who represents a company be- 
cause of his conviction of the saleability of its goods cannot be found at the auction block—no red 


Nothing is more true, particularly of life insurance. The agent who is most successful is the 


are with the company that offers the most both to themselves and to policy-holders; they know 
that the Union Central’s big argument gets them the business every time— 


“Net Premium Rate Lowest of All” 


Write today for choice territory. Address Jesse R. Clark, President, or Allan Waters, Supt. of Agents 











pany behind him — who belic ves that that company is unequalled 
ow mortality, judicious invest ments, and most of all, low net cost. 
They snow they 







ral Agents are so satisfied and so successful. 







Central Life Insurance Co. 


OF CINCINNATI OHIO 
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REVISES ITS POLICY FORMS. 





(Continued from page 2.) 

2nd. Applied to the payment of any 
premium or premiums, or, 

3rd. Paid in cash, or, 

4th. Left to accumulate to the cred- 
it of the policy, with compound inter- 
est at the rate of not less than three 
and one-half per cert. per annum, as 
determined by the Company, and pay- 
able at the maturity of the policy, but 
withdrawable at any time. 

Unless the owner of this policy shali 
elect otherwise, within one month af- 
ter any dividend is due, the dividend 
shall be paid in cash, or applied under 
such other automatic option as may be 
required by the laws of the State in 
which this policy is delivered. Appor- 
tionment of dividends, as above, shall 
include the allotted surplus arising from 
paid-up additions while this policy is 
kept in full force, but not otherwise. 
Paid-up additions may be surrendered 
for their net value at any time. 

Paid-Up and Endowment Options. On 
written request and return of this pol- 
icy for endorsement, any existing divi- 
dend additions hereon may, upon prop- 
er release, be used to convert this pol- 
icy into a fully paid-up participating 
policy for its face amount, when the 
reserve on this policy and on such div- 
idend additions equals the net single 
premium at the attained age of the in- 
sured, (on the reserve basis of this 
policy) for such a fully paid-up policy 
of the same kind and amount. Any in- 
debtedness to the Company, existing 
against this policy, will continue as a 
lien against the paid-up policy. When 
the reserve on this policy, and on any 
existing dividend additions, equals the 
face amount of this policy, the Com- 
pany will, upon due surrender of this 
policy and release of such dividend ad- 
ditions, pay the face amount of this 
policy, any existing indebtedness 
to the Company thereon. 

Privilege to Change to other Forms. 
At any time, upon legal surrender 
while in full force, this policy may be 
exchanged, without medical re-examin- 
ation, for a participating policy of the 


less 


same amount, bearing the same datc 
and based upon the same age, on any 
plan (except the Continuous Monthly 
Income) now issued by the Company 
at a higher premium rate. The pay- 
ment to the Company for such ex- 


change shall be the difference between 
the premiums paid on this policy and 
those required for the new policy, at 
the Company's present rate, with com- 
pound interest at not to exceed six per 
cent. per annum, and with adjustment 
of corresponding dividends. 


Options of Settlement. 
(Here 


follows various options of set 
tlement which include: Guaranteed 
income; limited installments; continu- 


ous installments; participating supple- 


mentary contract, etc. A table being 
given showing the schedule of values 
thereunder.) 

Forfeiture, Loan and Cash Provisions. 


Automatic Paid-Up Insurance. Ist 

If, after the payment of premiums for 
three or more full years, default is 
made in the payment of a subsequent 
premium, this policy shall, upon such 
default, without action on the part of 
the insured, continue as a _ reduced, 
paid-up non-participating policy for the 
amount set forth in Table “A” below, 
together with any outstanding paid- 
up additions; or, 

Extended Insurance. 2nd—Upon 
written application of the insured and 
assigns, if any, and the presentation of 
this policy at the home office for en- 
dorsement, within three months after 
the date of such default, the Company 
will continue the full amount of this 
policy as non-participating, extended 
term insurance for the term stated in 


Table “A” below counting from the 
date of default in premium payment. 
Any outstanding paid-up additions 


shall remain in force, unless surren- 
dered for cash. 

Any existing indebtedness to the 
Company, on account of this policy, if 
not paid, will reduce the amount of 
paid-up or extended insurance in the 
ratio of such indebtedness to the caso 
value of this policy at the time of de- 
fault in premium payment as shown in 
Table “A.” 

Cash Surrender. 38rd—Upon re 
quest of the insured and assigns, if 
any, and the legal release andd surren- 
der of this policy, at its home office, at 
the end of the third or any subse- 
quent policy year, or within the thirty- 
one days’ grace provided herein, pre- 
miums having been paid in full to the 
end of such year, the Company will 
pay in cash, to the legal owner hereof, 
the amount stated in Table “A” below, 
together with the value of any exist- 
ing dividend additions, and less any 
existing indebtedness to the Company 
on account of this policy. Payment of 
such cash surrender value may, in case 
of necessity, be deferred by the Com 
pany for not exceeding six months af- 
ter application therefor is made. 

Policy Loans. 4th—After the pay- 
ment of premiums for three or more 
full years, there being no default in 
any premium payment, the Company 
will, at any time, loan, on proper as- 
signment and deposit of this policy, 
and on the sole securitiy thereof, at 
not to exceed six per cent. per annum 
interest (which interest, if not paid 
annually, shall be added to the prin- 
cipal and bear the same rate of inter 
est), @ sum equal to, or, at the option 
of the owner of this policy, less than, 
the amount stated in Table “A” below, 
together with the value of any exist- 
ing dividend additions; deducting 
therefrom interest in advance to the 
end of the current policy year and all 
existing indebtedness to the Company 


hereon. Failure to repay any policy 
loan and interest shall not void thi: 
policy, unless the total indebtedness 


thereon shall equal or exceed the cash 
value hereunder, in which case the pol- 
icy shall immediately cease and be 
come void; but such termination shall 
not take effect until one month after 
notice shall have been mailed by the 
Company to the last known address of 
the insured and assigns, if any, on 
record at the home office. Such loan 
may, in case of necessity, be deferred 
by the Company for not exceeding six 
months after the application therefor 
is made. The whole or part of a loan 
may be repaid at any time while the 
policy is in force. 

In case this policy shall, according 
to its terms, become a reduced, paid- 
up, non-participating policy, its casn 
and loan value shall be the full reserve, 
less not to exceed one and one-half 
per cent. of the amount insured there- 
under. 

The following table shows the values 
guaranteed under this policy, upon the 


assumption that premiums have been 
fully paid in cash for the completed 
years stated, except that outstanding 


dividend additions, if any, will in- 





Favorable Mortality 
—AND— : 
Economy of Management 
THE 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 





crease, and any existing indebtedness 


to the Company, on account of this 
policy, will diminish said values, in 
the manner above stated. Values for 
intermediate periods, after the third 
year, will be proportionately adjusted. 


Table of Values. 


End Automatic Extended Insur. Loan or 
of Year Paid Up Years Days Cash Value 
S uc ae 5 115 $ 450 
.". 1,730 8 30 690 
S sso ee 10 286 940 
6 6.05 ae 13 97 1,200 
7 .... 3,390 15 - 130 1,450 
8 ..... 8980 17 62 1,710 
Pucos OO 18 269 1,980 
a0 xine, See 20 35 2,270 
11 .... 5,490 21 104 2,560 
1. 2c900 See 22 127 2,860 
BS isae Oboe 23 117 3,180 
DA sccc. Se 24 91 3,500 
15 .... 17,540 25 71 3,840 
De. «iss aoe 26 55 4,170 
Ee isco eee 27 98 4,520 
acs Dee 28 248 4,890 
19 .... 9,600 30 286 5,260 
20 .... 10,000 Full Paid 5,660 
ae 6,260 
eee 6,880 


The values stated in the above table, 
at the end of each policy year, are 
mathematical equivalents, and are based 
on the full reserve on this policy, less 
a surrender charge which does not ex- 
ceed one and one-half per cent. of the 
amount insured by this policy, and de 
creases annually until the fourteenth 
year, after which there is no surrender 
charge. Values for other and later 
years will be furnished upon request. 


Continues Monthly Income. 


One of the highly attractive forms 
issued is a “Continuous Monthly In- 
come Ordinary Life Policy,” which 
provides for annual dividends. The 


premium where the assured is aged 35 
and the beneficiary age 30, is $260.59 
for a monthly income of $50 payable 
for 240 months certain and as long 
thereafter as the beneficiary may sur- 
vive. Should the original beneficiary 
die or a substitution be made the Com- 
pany reserves the right to pay for 240 
months only, or its commuted value 
$8,750, in which case the premium is 
reduced to $230.85. 


A schedule of the values under this 
policy is as follows: 














HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


—The Fifty-third Annual Statemen: 
of the Home Life Insurance Company, 


of which Geo. E. Ideis President, 


shows 


that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000 000. 


After providing for the various 


funds 


for the protection of the policy obliga- 
tions, there remains upon a most cop- 
servative basis of valuation a surplus 


of nearly two millions, over and 


above 


the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 


half a million dollars in divide 
policyholders. 
“The Com’cl & Fin’cl Chron." 1 


For Agency apply to 


nds to 


-25-13. 


GEORGE W. MURRAY, Supt. of Agts. 


256 Broadway, New York, N. Y. 











End Automatic Extended Insur. 
of Year Paid Up Years Days 
3 --$ 470 2 147 
4 785 4 2% 
5 1,100 5 267 
6 1,405 7 129 
7 1,685 8 281 
8 1,960 10 18 
9 2,240 11 66 
10 2,500 12 57 
11 2,765 12 360 
12 3,025 13 247 
3 3,280 14 89 
14 3,525 14 256 
15 3,760 15 23 
16 3,980 15 101 
17 4,200 15 154 
18 4,400 15 184 
19 4,600 15 194 
20 4,795 15 4187 
25 5,675 14 320 
30 6,410 13 261 


Loan or 
Cash Va 


$ 180 





BERKSHIRE 
LIFE 
INSURANCE 
COMPANY, 
Pittsfield, 
Mass. 





will be submitted. 


W.S. WELD, Super 


Liberal Contracts to Productive Agents 


If unattached and interested, kindly give 
us your name, age, address, state experi- 
ence and furnish references, and a proposi- 
tion for an agency, if in authorized territory, 


W. D. WYMAN, President 


intendent of Agencies 














Are you in the business to stay? 


ing your whole career; 


way of commissions; 


his money. 


34 Nassau Street - - 


SOLICITING INSURANCE FOR 


The Mutual Life Insurance Co. of New York 


IS ONE OF THE MOST LUCRATIVE OF CALLINGS 


FOK TERMS TO PRODUCING AGENTS, ADDRESS 


GEORGE ‘ae DEXTER, 2d Vice-President 


New York, N. Y. 





Choose a Company good enough 
for you to stay WITH, and strong enough to stay with YOU, dur- 


The oldest Company in America, which began business seventy 
years ago, is bigger, better and stronger now than ever before, and 
will be still bigger, better and stronger seventy years hence; 
Not the Company which YOU must introduce, but the Company 
which introduces YOU wherever you go; 
The Company whose better selling policies earn most for you in the 


‘The Company which furnishes the insured the largest protection for 
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NORTHWESTERN MEN TO MEET 


EXCELLENT PROGRAM ARRANGED. 








Prominent Underwriters and Interesting 
Subjects Included—Sessions in 
Company’s New Building. 





The Agents’ Association of the 
Nor: western Mutual Life will hold its 
annual meeting at the home office July 


14, 15 and 16. An unusually interest- 
ing program has been arranged and 
son prominent speakers have been 
secured. The sessions will be held in 
temporary quarters in the Company’s 


nes building. 
1 full program follows: 
Monday Afternoon, July 14th. 

\ Get-Together Outing with baseball 
and other sports, the place and hour to 
be announced later. 

Tuesday Morning, July 15th. 
10 o’clock—Business Meeting. 
iteport of Officers and Standing Com- 
mittee. 


idress of Welcome by President 

Markham. 

itesponse by President Mack. 

Election of New Members. 

Election of Officers and Standing 
Conimittee. 

Presentation of Prizes. 

New Business. 


Photograph. 

Tuesday Afternoon. 

At 1 o’clock—Progressive 
Conferences at Hotel Pfister. 

“Plans of Insurance,” Leader, R. O. 
pecker. 

“Settlements,” Leader, Charles Sachs. 

“Competition,” Leader, N. P. Lang- 
ford ‘ 

There are to be no formal papers. 
The Leaders will act as Chairmen and 
direct the discussion, after presenting 
their views in 15 or 20 minutes. 

Tuesday Evening. 

At 6:30—A Dinner at the Auditorium 
after which a performance will be given 
by Home Office talent. 

Wednesday Morning, July 16th. 

At 10 o’clock—Five Talks on “Life 

Insurance Fundamentals.” 


Luncheon 


“The Soliciting Agent; Why Essen- 
tial,’ George S. Rodd. 

“Value of Character in Life Insur- 
ance Soliciting,’ John I. D. Bristol. 

“Security and Cost,” W. F. Me- 
Caughey. 

“Non-Participating Insurance  Fal- 


lacies,” Millard W. Mack. 
“Heart Throbs,” C. Burgess Taylor 
\ddress by Charles Weinfeld, “How 
I Write 247 Applications A Year.” 
Wednesday Afternoon. 
\t 2:30 o’eclock. 


\ddress by Hugh Chalmers, Presi- 
dent, Chalmers-Detroit Motor Car 
Company, Detroit. 


“Summarization and Comment,” by 
Percy H. Evans,, Home Office. 
Closing Address by H. F. 
Superintendent of Agencies. 


Norris, 





OPPORTUNITIES GREW GREATER. 





People Now Believe in Protection— 
Work With Fixed Purpose—Talk 
Ordinary Constantly. 

A large number of people have be- 
come firm believers in the benefits o 
life insurance and this number is be- 
ing increased by the thousands every 
year People that have been con- 
Vinced that it is wise to set aside a 
part of their earnings in protecting 
their earning value are a fine lot of 
people to see for it is only a matter 
of assisting them in ways of increas- 

ing their savings. 

An agent on one occasion wrote a 
young school teacher who paid a 
semi-annual premium and when it fell 
due and he called again his father 
thought it of no advantage and advised 
him to put his money elsewhere. In 





Jess than a year the young man died, 
leaving a widow and one child with no 
means of support. The widow to-day is 
supporting herself and child; whereas, 
had it not been for the father’s in- 
fluence the husband would no doubt 
have continued the policy and thus 
have put some sunshine in the pathway 
of wife and child rather than shadow. 
Did the father help the widow and 
child? 


Get in the habit of giving yourself 
and your company a full day’s work. 
The Industrial debit is alive with op- 
portunity for the man who is willing 
to work with a definite fixed purpose. 
Many mea in the business have been 
able to draw a salary of $25 on In- 
dustrial increase and collections alone 
and also to sandwich this with a $5, 
000 application of ordinary insurance 
in one week, all from prospects on the 
debit. This was done with no other 
thought than to make the business pay. 


Talk ordinary every day. As life in- 
surance is made up and maintained by 
the law of averages, so is soliciting. 
A definite number of persons interview- 
ed every day will get an average num- 
ber of applications and maintain an 
average weekly income. Prospects are 
all about you, but you do not know 
who they are until the interview lo- 
cates them. Take note of the number 
of people you come in contact with day 
by day and how many of them have 
you ever interviewed on the subject of 
life insurance? The man who sees a 
reasonable amount of people every day 
and can tell the life insurance story in 
a thrilling and convincing way can 
contemplate with pleasure his business 
prosperity.—Public Savings Life. 





Ordinary from _ Industrial 





“No agent is fully qualified to repre- 
sent an insurance company,” says 
Samuel Long, representing The Pru- 
dential at Buffalo “successfully unless 
he produces a certain amount of Ordi- 
nary business, or, in other words, if he 
is not getting all the money there is 
in the business. Even the newest 
agent is not exempt, when you con- 
sider how easily this condition can be 
realized. If the proper amount of 
thought, system and energy is applied, 
you will readily acknowledge that it 


THE EASTERN 


Standpoint. 


is merely a matter of Mr. Agent get- | 


ting busy. 

“An agent 
pany should 
of a successful agent. 
neatly attired and careful as to his 
personal appearance and habits. He 
should have a thorough knowledge of 
his own policy, and as much of other 
companies and associations as he can 
possibly acquire. On the debit an 
agent should make it a point to get 
acquainted with the male members of 
the family by evening calls, and if he 
cannot write one of them, he may get 
reference calls that will surely produce 
business. 

“Interview at least four ordinary 
prospects a week and your production 
will be most gratifying to yourself and 
the company. Some agents, when talk- 
ing Ordinary insurance, are so enthu- 
siastic that they do all the talking. 
This is a great mistake. You must 
allow your prospect to do some of the 
talking, and in doing so he will often 
commit himself in some manner, and 
when he does so, take a note of it and 
govern yourself accordingly. 

“Set a mark for yourself each month, 
and then go out and try to beat each 


representing our Com- 
look the part, viz., that 
He should be 


preceding month’s record, and in a 
very few months you will get the 
habit. Be honorable in your dealings, 


truthful in your statements, and don't 
‘knock.’ Don’t waste too much time 
trying to write Ordinary on a person 
who, in reality, ts only an Industrial 
risk. Go after big game; it is a great 
deal easier to write a $5,000 policy on 
a man who can afford it than $1,000 
on &@ man who can’t. 


| 
| 





THIRTY YEARS IN DEPARTMENT. | 


First Deputy Supt. Henry D. Appleton | 
Given Dinner and Loving Cup 
by Associates. 





The associates in the New York In- 
surance Department of First Deputy | 
Superintendent Henry D. Appleton gave 
a dinner in his honor Saturday night at 
the Ritz-Carlton Hotel preceded by a| 
theatre party at the Knickerbocker | 
Theatre. At the dinner Deputy Apple- 
ton was presented with a loving cup. | 
The occasion was in celebration of 
Mr. Appleton’s thirty years’ service 
in the Insurance Department. 

Among the guests who paid tribute 
to the ability of Deputy Appleton and 
his service to the business and the 
State, were Superintendent William T. 
Emmet, former Superintendent William 
H. Hotchkiss, Second Deputy Superin- 
tendent James J. Hoey, Alfred Hurrell, 
Charles Hughes, H. E. Ryan, and form- 
er Superintendent Otto Kelsey. Letters 
of appreciation were read from former 
Superintendents Louis F. Payne and 
Francis Hendricks. 





American Life Convention Meeting. 





The Associated Legal Reserve Life 
Companies of Illinois have arranged for 
a special train to carry members of 
the American Life Convention to St. 
Paul to attend the next annual meet- 
ing. The train will leave Chicago on 
the Chicago and Northwestern Line at 
8 o’clock Tuesday evening, August 19th, 
arriving in St. Paul about 8:30 the fol- 
lowing morning. 














THE 
FIRST MUTUAL 
Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan. 1,1913..... $61,418,397.99 
EE ie: cccneseene 57,329,587.56 
bined cuaenibens 4,088,810.43 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 











PURELY MUTUAL 


National Life Insurance Company 


CHARTERED 1848, 


Jos. A. De Boer, President 


The following significant figures are quoted from the company’s 
sixty-third annual report: 
DIVIDENDS PAID TO POLICYHOLDERS 





1908 
1909 
1910 
1911 
1912 


dividend payments in 1913 


Insurance com position. 


Acecounted for in liability and reserved for 


$279,808.14 
530,213.19 
, 254.39 


38,802.11 


1,058,174.50 


This demonstrates low cost protective service and is sustained by a strong asset and 
If interested, address 


EDWARD D. FIELD, Supt. of Agencies, MONTPELIER, VERMONT 








There are few 








The Emblem of Sound Insurance 


Insurance are sol 
able contracts for the right men 
attractive issued. 

Address all communications to ROBERT D. LAY, Secretary 
CHICAGO'S OLDEST AND STRONGEST COMPANY 


FOUNDED 1868 


National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON 
President 


THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


Home Office 
National Life Bldg., Chicago 






Honorable and industrious men with or without experience ip Life 
icited as Field Representatives for this Céimpany 

companies as substantial and none with moge deair- 

Our policy ontracts are > most 











Statement as of January Ist 
few openings for ambitious, energetic, 
ability. For further particulars address: 








PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, 
Cc. H. ELLIS, President 
Has just completed a most successful business year 
shows a phenomenal record achieved in the Insurance World. 
The Pan-American Life Insurance Company has a 
live Life Insurance Men of 
E. G. SIMMONS, Vice-President, 
WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 


LA. 


Its first nine months’ work 
Send for our Financial 


character and 
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Business Written During 1912 - 


Houston’s Oldest, Largest and Most Successful Life Insurance Company 
Success Merits Confidence--- That's All! 


GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 
for basis) - 816,035,731 


$6,539,980 
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HINTS TO BUSINESS GETTERS 





Speaking of the number 


Insuring of New York Life policies 
the Whole written in one family, 
Family the Company cites the 
work of Thos. F. Mol- 

loy, of Boston who has a_ show- 
ing that is remarkably complete 


and a good one for guidance. In 
one family he has thus far placed 
23 policies for a total of $52,000 insur- 
ance, involving a total annual premium 
of $1,808.40, covering the lives of 
brothers, sisters, son-in-law and daugh- 
ters-in-law Mr. Molloy says he has a 
sort of monopoly on their life insurance 
business. But it is a good trust, a trust 
that does not come under the ban of 
the Sherman Law, the kind that should 
be promoted to the fullest extent by 
every far-seeing agent. We congratu- 
late not only Tom Molloy, but the 
family whose financial interests and 
welfare he has so well looked after. 
* * . 


T. S. Dean, general 
agent of the Mu- 
tual Benefit Life 
for Vermont, in a 
discussion of the 
advantages of securing the first pre 
mium with the application, made the 
following points: 

“Certainly we all realize the import- 
ance of collecting the first premium 
with the application: 

“1st. Because the applicant will be 
insured from the moment of the exam- 
ination, if up to the Company’s stand- 
ard. 

“2nd. Because the agent knows the 
policy is as good as delivered and will 
not need to spend valuable time doing 
his work all over again, but can devote 
all his energies to securing new busi- 
ness. 

“3rd. Because the agent knows that 
a competitor will not be apt to get the 
business away from him. When I rep- 
resented a certain New York city com- 
pany, I learned to collect the first pre- 
mium with the application as a matter 
of self-preservation; for if I did not, 
some agent of the Mutual Benefit was 
prone to happen along and get the busi- 
ness away from me. 

“In several instances where a partial 
re-examination was required, I could 
never have gotten the applicant to sub- 
mit to the same had he not paid his 
premium. In a recent case of this kind 
our examiner thought he detected a 
heart murmur. I wished applicant to 
go with me to two other examiners, 
but he was so indignant over the idea 
that there could be anything wrong 
with his heart that he did not propose 
to have anything more to do with the 
Company or policy. However, after re- 
calling that he had given me his check 
a day or two before (which in accord- 
ance with my usual custom, I had sent 
to Mr. Barcus by the first mail) he 
went quietly with me and I subse- 
quently delivered the policy. 

“Some years ago, I was writing the 
application of a man for a policy with 
a $130 premium and when I came to 
the question as to whether the pre 
mium had been paid, I asked him if 
he could pay it then. He left his chair, 
went to an old ‘secretary’ in a corner 
of the room and after figuring over his 
check book several minutes came back 
with the announcement that his bank 
balance was so low that he would have 
to defer taking out the insurance. It 
required all the persuasive eloquence 
I could muster to save that case. Since 
then I have always skipped question 
% regarding the payment until appli- 
cant has signed. He then feels as 
though the matter was clinched, and 
will never be in a more favorable frame 
of mind to pay the premium than at that 
moment. 

“Applicant having signed his name, 
I at once say, ‘Now, Mr. Brown, if 


Collecting the 
First Premium 
With Application 


you'll please give me your check, I will 
be making out your receipt.’ 


Quite 


frequently I do not need to say more 
but if he asks, ‘Do I have to pay now?’ 
I reply, ‘Yes, otherwise you would not 
be insured until the policy comes and 
is paid for. If you pay now, I give 
you this receipt binding the Company 
to insure you from the moment you 
are examined, if you are found to be all 
right. If you did not pay until the pol- 
icy came (which might be two weeks) 
you would not be insured until I had 
brought you the policy and you had paid 
for it; and if, at that time, I should 
find you sick I would not, under the 
Company’s rules be allowed to deliver 
the policy.’ 

“Then, to make clear the importance 
of paying at once, I usually tell in de- 
tail an anecdote which has many times 
assisted me in collecting the premium 
with the application. A strong, robust 
man, after much argument, was induced 
to apply for a $3,000 policy, and paid 
his premium at the same time remark- 
ing that as he had to pay it anyhow, 
he might as well do it then. He was 
examined that night. A day or two 
later he contracted a severe cold which 
developed into pneumonia, and he was 
dead when the agent came to deliver 
the policy. The widow was left with a 
$1,000 mortgage and three small child- 
ren. The insurance was promptly paid, 
cancelled the mortgage, left her with a 
little home all free of debt and $2,000 
for the support and education of the 
children. Only for the fact that her 
husband paid when he applied for the 
insurance she would not have had a 
cent. * * * 

“Sometimes, where applicant does 
not know me well, I emphasize his 
drawing check payable to the Com- 
pany, for I believe I have had cases 
where applicant did that when he might 
have hesitated about its being all right 
to make check payable to me. 

“Get the signature, get the premium, 
get the examination made at the earli- 
est possible moment—while the iron is 
lhot—and get after the next man.” 

~ a * 


E. B. Stinde, of the 
Northwestern Mutual 
Life says: “The well 
equipped advisor will 
be eagerly welcomed, 
even sought, in the growing tendency 
to recognize that causes as well as 
effects demand the protection of life 
insurance. The insurance idea has been 
very thoroughly applied to about every- 
thing else in the business world except 
creative aspect. In other words the 
effects of so-called ‘brains’ (intelligence, 
energy, creative power, etc.) have been 
very well covered by various forms of 
indemnity, but, in common with things 
spiritual, we seem to have worshipped 
the creature more than the creator, 
and it now seems time to give consider- 
ation to the latter. We have insurance 
against fire, plate glass breakage, acci- 
dents to workmen, defective titles, even 
to secure the payment of alimony.” 


Advisor who 
is Welcomed 
Everywhere 


” > ” 
“Here is a man,” 
He Has all says I. Kaufmann, 
the Insurance “whom we are talk- 
He Wants ing to, the man who 


says, ‘I have all the 
insurance I want, I am not going to 
buy any more insurance, I can make 
more money with my money than your 
company can make for me, and it is a 
waste of your time, Mr, Kaufmann, and 
my time, to discuss. that matter when 
I am settled on the proposition that I 
am not going to buy any more insur- 
ance.’ My thought, in addition to what 
Mr. Mann has said, is that when that 
man makes that statement, by hook or 
crook, gentlemen, try to prolong the 
interview. Some of you were here a 
year ago when we discussed soliciting 
in the city, and I brought you an ex- 
ample of a Judge who made that state- 
ment to me. By hook or crook I tried 
to increase the length of that inter- 
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The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 








$388,324.02 


Assets Premium Income 
$57,088.47 $18,704.10 


1910—$426,085.00 





San Antonio Life Insurance Company, *™yex,3"° 


HENRY A. HODGE, President 


Surplus to Policyholders | Insurance in Force, $4,715,584.00 
2064 policies, with prems., $163,100.92 
GAINS DURING 1912 


INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1911—$485,915.57 


Policy Reserves 


Interest Income 
$6,806.67 $64,529.10 


1912—$543,004.04 





view, and having increased the length 
of the interview, he inadvertently gave 
me the weak side in his armor by say-| 
ing that he had bought a home on which | 
there was a mortgage and that he re| 
gretted that he could not pay it up| 
quickly. In a flash I came back at him, | 
saying, ‘If that is a source of regret | 
to you, how much more of a source af! 
regret would that be to your dependents | 
in case you died?’ The man had abso- | 
lutely refused to give me time, but by| 
prolonging the interview, by getting at | 
that weak side in his armor, I wrote| 
him $30,000 before I left. Prolong the | 
interview and you will find some means 
of arousing the interest.” 
- os . 


Speaking on the subject 

Interviews of obtaining interviews) 

by Original by original methods, E. 

Methods S. Gordy, of Ansonia, 
Conn., representing the 
Fidelity Mutual Life, says: 

“The importance of obtaiffing an in- 
terview on right lines will be appreci- 
ated by every man who ever undertook 
to sell anything. I have no doubt that 
most of you are approached by people 
who desire to sell things. I try to be 
courteous with such men always. I take 
a great deal of interest in watching the 
way they approach me. I have discov- 
ered this, approaching a man right in 
the right surroundings igs pretty near 
half the battle. It is hard enough to 
make the sale after you have gotten the 
right approach. If you have gotten the 
wrong approach, you have doubled your 
difficulties, because you have got to 
undo the difficulties you have created. 
Get at the people under right circum- 
stances. 

“I sold my first life insurance in 1890, 
and I started in the town in which my 
fried Sheffield now represents this Com- 
pany. I was a greenhorn just out of the 
schoolroom. The question was, how to 
go about it—how to get at people? I 
knew fewer people than you can count 
on your fingers. I had a few letters of 
introduction and the Company had some 
policyholders. I got a list of the policy- 
holders. I made it my business during 
the first weeks to get as well acquainted 
with these policyholders as I could and 
I asked each one who took my fancy, 
if he would have any objection to giving 
Me personal cards of introduction to a 
cerain number of his friends. By means 
of that method I supplied myself with 
material for three and a-half years in 
Boston. 

“One of the most successful men in 
Connecticut pursues almost exclusively 
the method I am now going to outline. 
There is issued in the State of Connec- 
ticut a telephone directory, giving a list 
of every body who has a telephone. He 
prepares a circular letter of four or six 
sentences and sends it out over his per- 
sonal signature. He sends this ietter 
out several times a year. With these 
letters he sends a card requesting the 
man’s age, how much he can invest in 
insurance, and like information, and he 











You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
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A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











puts in a stamped envelope for reply. 
It is surprising the results he obtains. 
He doesn’t call on a man until he has 
found out something about him. When 
he gets the reply, he has an opportu- 
nity to get at a man under favorable 
circumstances, because he hag his sig- 
nature asking for information.” 
* * ? 

Agency Director 
Johnson, of the Ari- 
zona Branch, of the 


Keeps Writing 
Business From 


Hospital Cot New York Life, 
writes the  follow- 
ing to the home office: Harry R. 


Newitt, our hustling agent at Miami, 
who was nearly killed about a month 
ago, has since sent in three applica- 
tions and says he has a couple more 
in sight. Although in bed in the 
hospital, he says he is doing -a little 
still hunting. Seems to me this record 
beats Jim Campbell’s, or any other 
agent’s record, in writing up a whole 
family. When a man can lie in bed 
hovering between life and death and 
write three applications with more in 
sight, he is certainly a top-notcher.” 





COMPANY FINDS BENEFICIARY. 





Connecticut Mutual Life After Long 
Search Pays $5,000 to Survivors 
of Policyholders. 

The efforts of the Connecticut Mutual 
Life to locate beneficiaries under poli- 
cies that have become claims, have 
been very successful and have resulted 
in some interesting experiences. Only 
the other day the Company paid a 
claim that has been standing for a half 
century, the amount being for $5,(09 
and interest. Samuel M. Chase, an 
official of the Vacuum Oil Co. of New 
York was found to be the person sought 
as beneficiary under a policy taken out 
by his father in 1859, which became 
a claim in 1882. 
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INJUSTICE OF INCOME TAX. 





(Continued from page 5.) 
account With the policy-holder to that 
date and reduces his premium payment 
to the actual cost of insurance. And 
it it were profits, it ought not to be 
taxcd. It ought not to be taxed be- 
cause it is not the outgrowth of a 
business enterprise, an attempt to 
make money, but an important part of 
the program by which this man has 
sought at net cost to protect his family 
and to protect the State. 

“Another fact which even highly in- 
telligent men do not readily under- 
stand is, Why is it necessary for life 
insurance companies to accumulate 
such large sums of money? A simple 
illustration of the law which compels 
this accumulation is that of the prin- 
ciples which underlie the accumulation 
ot a sinking fund for the redemption 
of an issue of bonds. That process is 
very well understood. Everybody un- 
derstands that a tax on all personal 
and real property must be levied suf- 
ficient to provide current interest and 
a further sum which, put aside year by 
year and earning a given rate of in- 
terest, will at the end of a definite 
period of time, say twenty years, 
equal the whole amount of the bond 
issue. By that process, the municipal- 
ity or State which puts out bonds 
makes an honest provision for their re- 
demption at maturity. If now a life 
insurance company has outstanding 
contracts (bonds) to the extent of $2,- 
(00,000,000, it must have a definite and 
certain program by which it will some- 
time, if not all at one time, have $2,- 
000,000,000 in hand. Its bonds mature 
serially, and not all at one time. They 
mature through mortality, through the 
maturing of endowments, through their 
surrender according to the contract 
rights of the holder of each bond. But 
as the Company charges a level pre- 
mium, which represents more than the 
insurance costs at the time a person 
insures his life, and less than the insur- 
ance costs at an advanced age, it makes 
the accumulation of this sinking fund 
absolutely necessary. Indeed there is 
no State in the United States, having 
anything that pretends to be an Insur- 
ance Department, which has not writ- 
ten in its statutes a provision which 
compels these accumulations, and which 
says that in their absence a company 
is insolvent. If, therefore, a company 
is efficient, if it expands its member- 
ship, if its obligations (bonds) aggre- 
gate great sums it must in due course, 
in order to be solvent, have great sums 
in hand. 


What Life Insurance Has Done. 


“Without further analyzing the ben- 
efits which life insurance has conferred 
as a factor in sociology, without at- 
tempting to measure its value to 60- 
ciety in the fear that it takes out of a 
man’s heart, without estimating what 
it contributes to industrial and munic- 
ipal development, through its power to 
purchase securities, let us consider one 
or two facts: 

“The Secretary of the Treasury esti- 
mates that the Government during the 
year ending June 13, 1913, will pay in 
pensions $165,000,000. That is all raised 
by taxation. It is all money spent to 
remedy mistakes which society has 
made. That expenditure really reme- 
cies nothing. We are doing the best 
we can with a bad job. In the year 
1912, three companies in New York city 
alone paid back to their policyholders 
in actual cash more than $178,000,000. 
The companies reporting to the New 
York Department paid their policyhold- 
ers during that year over $419,000,000 
in cash. This money was all applied 
to the preventive side of the problem. 
It was $419,000,000 applied directly to 
the solution of the Great Problem al- 
ready referred to, that is, how to keep 
people out of the dependent class. 


There was not much discussion about 
that $419,000,000; few people, outside 





the beneficiaries and the companies, 
knew anything about it. It was not 
the product of public taxation. And 
yet no money was paid out for any- pur- 
pose during the year which was socio- 
logically as efficient. It solved a lot ot 
legislative problems in advance. It was 
an individual product and represented 
the work of self-dependence and self- 
respect. 

“Since the foundation of this Govern- 
ment we have paid in pensions the 
enormous total of $4,383,000,000. From 
1862 to 1911 inclusive, the-life compa- 
nies reporting to the State of New York 
alone paid back to their policyholders 
in cash $5,780,000,000. In fifty years 
this great plan has collected and applied 
to a preventive and beneficent purpose 
$1,400,000,000 more than the Govern- 
ment has applied to a merely correc- 
tive purpose in 135 years. Both sums 
were the product of taxation. One was 
the product of public taxation; the 
other the product of private taxation. 
The private taxation was real taxation; 
it was better and wiser taxation than 
that used by the State, but it was a 
tax and not a business enterprise. It 
did not at any point produce profits 
which should be again taxed. 


What Life Insurance is Prepared to do. 


At the close of 1912, thirty-seven 
companies reporting to the New York 
State Insurance Department had, in 
their several sinking funds in prepara- 
tion to meet their maturing obliga- 
tions, $4,137,000,000. These same com- 
panies, including industrial insurance, 
had outstanding obligations (bonds) 
approximating $17,000,000,000. In other 


words, they have arranged definitely to | 


collect and distribute in this highly 
beneficent and preventive and useful 
way, $17,000,000,000. The $4,137,000,000 
in hand is only slightly in excess of 





what the law says they must have at 
this time to be solvent. This $17,000,- 
000,000 does not include the billions 
promised by the Fraternals. 


other department of society or what 
plan of government has pledged to a 
beneficent and preventive service any- 
thing to compare with this as a force 
in the solution of the Great Problem? 

That these figures are large does not 
prove that they are not beneficent. 
They are beneficent. They should not 
be taxed at all, beyond what will re 
pay the State for the expense of an 
efficient supervision. 


The Clear Injustices of the Pending 
Bill, 


There is something still to be said 
to the man who nevertheless insists 
that life insurance on the mutual plan 
should be taxed. 


Of course any tax that a mutual 
company pays ultimately becomes a 
tax on persons. In a mutual company 
no one but the members of the com- 
pany can pay a tax. That is obvious. 
In the end, therefore, the bill entirely 
ignores the fundamental provision 
which says that incomes under $4,000 
shall not be taxed. Not 10 per cent. of 
the policyholders in companies operat- 
ing on the mutual plan have incomes 
of $4,000. 

Moreover, the bill itself lays down 
the doctrine which has been contended 
for herein, viz.; That life insurance 
done on the mutual plan should be 
exempt. The bill presents a long list 
of exemptions; fraternal orders; bene- 
ficial orders; religious orders; building 
and loan associations; mutual fire in- 
surance companies; mutual savings 
banks; mutual cemetery associations, 
ete. All because they pay no part of 
their net income to any stockholder. 
Every reason which is valid for them 
is equally valid for the great mutual 
companies, more valid, because the 
standard companies render collateral 
services of first importance which the 
institutions exempted under this bill do 


The total 
guarantees (bonds) of responsible com- | 
panies plus the promises of the Fra-| 
ternals aggregate $27,000,000,000. What | 
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not render, and in the nature of things 
cannot render. 

The bill, therefore, 
with itself. 

It says that institutions operating on 
mutual principles shall be exempt, and 
then it denies that exemption to the 
most important part of the business 
done on that principle. 

It says, too, that incomes under $4,- 
000 shall not be taxed, and then it pro- 
ceeds to tax a man however small his 


is inconsistent 


income, merely because he has insured 
his life. 
Conclusion. 

Therefore, the prov ision of the In- 
come Tax Law of 1894 with regard to 
life insurance on the mutual plan 
should be embodied in the pending bill, 
Because of the nature of the 
business and its relation to society; 
and, 

2d. Because of the principles 
down in the bill itself. 


ist. 


laid 
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A VALUABLE SERVICE. 





In his address before the Insurance 
Society on “Classification—Discrimina- 
tion,” which is reviewed elsewhere in 
these columns, E. G. Richards has per- 
formed a valuable service to the insur- 
ance fraternity, to the supervisory offi- 
cials of the various States and to their 
legislatures, in presenting so clearly 
and comprehensively the facts and argu- 
ments respecting the subjects re- 
viewed. 

To many State Rate Making-Anti-Dis- 
crimination—Compulsory Classification 
—Valued Policy and Anti-Coinsurance 
Laws are but fads and fancies of would- 
be reformers and socialistically-inclined 
politicians. We live in an age of pater- 
nalism and the general drift of the times 
seems to be toward the regulation of 
any business which verges in the slight- 
est degree on being a public one. If 
wide publicity can be given to the 
opinions of those in a position to know 
most about the fire insurance business 
and whose views are given respectful 
attention, it should go far toward check- 
ing the radical tendencies displayed in 
the various States. Undoubtedly the 
greatest bulwark of safety that the com- 
panies could have would be intelligent, 
well-informed insurance commissioners, 
and if the time ever comes when they, 
either individually ‘or as an association’ 
are looked to for good, sound, whole- 
some advice by various legislatures re- 
specting proposed statutes, it will 
probably result in stopping many of the 
wild schemes of those whose theories 
are not practical. Then, too, the great 
bulk of the insuring public are ignorant 
on these subjects and if clear and sim- 
ple statements made regarding 
matters which come up for legislative 
treatment it should be of great help, for 
it is the public which elects the poli- 
tician to office and the politician will 
not intentionally work at cross-purposes 
with the interests of his constituents. 

Certainly the public is interested in 
obtaining insurance at the lowest 


be 


cost consistent with safety, but it does 
want safety not only against the occa- 
sional fire, but against conflagration and 
will not brook anything which tends 
margin 


to break down the of 


safety upon which the stock fire insur- 
ance companies operate. 

It is for these reasons we assert that 
Mr. Richards has performed a valuable 
service in preparing his address, for 
even if all do not wholly agree with 
everything that he says, there is s0 
much with which all will agree and it 
is so simply presented and expressed 
that it must bear fruit. 





THE ORR LAW. 





The Kansas City Journal, referring 
editorially to the Orr Anti-Trust Law 
of Missouri, says: 

“When Representative Orr intro- 
duced his insurance bill in the Mis- 
souri legislature he proudly boasted 
of its ‘drastic’ qualities and appealed 
to all true reformers to support it. This 
support was forthcoming, and scores of 
representatives and senators voted for 
the bill without having any idea of the 
effect it would have upon business in 
the State. The fact that it was ‘dras- 
tic’ seemed calculated to enlist popu- 
lar favor. It was a blow at ‘big busi- 
ness’ in the interests of the ‘common 
people.’ Therefore the thoughtless or 
ignorant or demagogical law-makers 
voted for it, and that was the only 
reason they voted for it. They thought 
that if they returned to their constitu- 
ents with a record of having voted for 
‘drastic’ measures crippling big  busi- 
ness their constituents would applaud 
them as statesmen with the interests 
of the ‘commen people’ at heart. 

“The Orr insurance law is probably 
the most harmful law ever enacted in 
Missouri. Aimed at the insurance com- 
panies, it has reacted upon every city 
and county in the State. It already 
has done millions of dollars of harm to 
Missouri and its full effects are not yet 
felt. It is so ‘drastic’ that it promises 
to ruin many ‘good business concerns 
before it can be repealed. And all this 
has come from the fact that a shallow- 
minded demagogue or ignoramus tried 
to pose as a statesman and a number 
of equally gshallow-minded legislators 
followed his blind lead. In line with 
this action Attorney General Barker 
has filed his brief to the demurrer of 
the insurance companies, in which he 
said that this was a test to determine 
whether the corporations could ‘dic- 
tate’ legislation. He would force the 
insurance companies to continue doing 
business in Missouri regardless of 
whether they considered it profitable 
or desirable to do so. 

“One of the worst features of the Orr 
law the clause making it ‘prima 
facie evidence’ of conspiracy if two or 
more fire insurance companies happen 
to make the same rate for a given 
policy. Under this every com- 
pany would be obliged to consult with 
all the others in order that varying 
rates might be made, otherwise a mere 
coincidence in quotations would send 
somebody to jail. The ‘prima facie 
evidence’ clause is clearly unconstitu- 
tional because it establishes guilt be- 
fore any guilt is proven or indicated. 
But it is fitting that this ‘prima facie 
clause should be a part of 
That helps to make it 
‘drastic’ and and vicious and 
hurtful to business, and consequently 
an ideal measure from the standpoint 
of the demagogues.” 


is 


clause 


evidence’ 
the Orr law. 
unwise 
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UPINUN UN TAX DivUGLIUNS 


SOME GET CREVITS, OTHERS NOT. 





Attorney Generali Carmody Discusses 
Effects of Hecent Law hegarding 
Holders of State Bonds. 





Auoruey General snomas Carmouy 
Ol wNew LOPK Las issueu ali OpIMiOn ol 
tue cidllus OL Lue llsurauce collpanics 
tor the retunding by the Comptroller of 
cerldile ueuUucUUDsS Iruud taacs unddr 
Cuaprer ovis OL tne laws of 1916, the re- 
cel eChaCLMment giving credius OD taxes 
ww nuoiuers OL Srate volus. ihe actor- 
ney ygeheral DOS Luat colpauies Laat 
paid their [ralichise vaxes prior to Lue 
velacllucht OL Whe NeW Cuaprer, are LOL 
entitled to refund, but that those that 
liavVe UL palu OF paid aller Like eChaci- 
mene OL tue law are envuitied to the de- 
uUUCLIOMS, 

Among the companies chielly inter- 
eslteu 1n Lue ruilhyg, are the mMuyal ih- 
surance Co., which has a considerable 
wie HPtatle VoUds, Lue Ollie 
Luile, Lue mwQuiravie and tue rrudential. 

aAccorulmg to the opinion OL tle at- 
loruey Belleral the Tignt OL tue Collpa- 
lules .O credit Lor these Geaduclions de- 
pends ob wWwhetner they pald their 
iranchise taxes belore or aiter the law 
went into elfect, April 24. The taxes 
are due May $l. Those that paid their 
taxes early will not get the deductions 
but those that did not pay until after 
April 24 will. The opinion foliows: 

“snsSuralce Corporaulons Wich have 
paid tranchise taxes pursuant to the 
provisions of sections 19V0 of Chapter 
voZ of the Laws ot 19UY constiltuLng 
chapter 6U of the Consolidated Laws, 
prior to the enactment of chapter soi 
of the Laws of 191% are not entitled to 
have refunded the increased deductious 
provided tor in the last mentioned law. 

“Similar companies which have not 
paid their taxes or have paid them sub- 
sequent to the enactment of said chap- 
ter 357 of the Laws of 1913 are entitied 
to the deductions contained in sali 
law. 


miuoulit OL 


Statement. 

“Chapter 357 of the Laws of 19138 
which became a law April 24th, 191s, 
amended section 190 of the Tax Law by 
increasing the amounts to be crediteu 
by the Comptroller to certain corpor- 
ations which owned and had registered 
bonds of the State. Claims for credits 
on taxes pursuant to the provisions of 
said chapter 357 of the Laws of 1913 
have been made by certain corporations 
under different circumstances as fol- 
lows: 

“1. Certain insurance companies hav- 
ing bonds of the State of New York 
bearing three and four per cent. inter- 
est registered in their own names or in 
the name of a public officer in trust 
for them paid their taxes prior to 
April 24th, 19138, the date upon which 
said chapter 357 of the Laws of 1913 
became operative and received receipts 
therefor. 

“2. Similar companies holding the 
same kinds of bonds and registered in 
the same way have not paid their tax- 
es and have presented claims for the 
allowances provided for in said law. 

“3. Similar corporations holding the 
same kind of bonds and registered in 
the same way paid their taxes subse- 
quent to April 24th, 1913, and now ask 
for the credits provided for in said law. 

Inquiry. 

“The Comptroller has submitted for 
my opinion the questions as to which 
of the above companies, if any, are en- 
titled to the credits provided by said 
chapter 357 of the laws of 1913. 

Opinion. 

“Chapter of the 

provides as follows: 


357 


Laws of 1913 


“$190. Purchase of State bonds; 
credit to be given. Every corporation, 
company or association required by 


section one hundred and eighty-seven, 


(Continued on page 14.) 








OF PERSONAL INTEREST 











The successful man is always an ob- 
ject of great interest and emulation 
to his fellows. We like to see a man 
who has achieved something and his 
comments on any subject command our 
consideration because he has made 
good and earned the right to be ac- 
cepted as something of an oracle until 
revealed to the contrary. If the man 
is handsome, in addition, and also has 
charming personality, we are either 
completely captivated or hopelessly 
jealous. These thoughts are prompted 
by noticing how frequently Isaac Miller 
Hamilton, the brilliant and fascinating 
president of the Federal Life Insur 
ance Company of Chicago, has been 
called upon to make addresses before 
various bodies recently. Mr. Hamilton 
fills all of the above mentioned require- 
ments, and he has others that are 
peculiarly personal. He is a life un- 
derwriter with ideals that he lives up 
to and he has the broad genius that 
makes a great executive and a succ 
ful field man as well. It is a gooJ 
thing for life insurance men of this 
type to appear before the people as 
representing the business. No _ busi- 
ness is prouder of its sons! 





Colonel Fred W. Fleming, vice- 
president of the Kansas City Life, has 
the breadth of vision and-activity that 
is one of the characteristics of the very 
successful life insurance man. In ad- 
dition to being an executive officer of 
peculiar genius, he is at home in the 
producing end of the business as well 
and keeps a close watch on the finan- 
cial end of the company, which is one 
of the most important departments of 
a life insurance company. Colonel 
Fleming is one of the prominent men 
of Kansas City. He is active in the 
Commercial Club, takes a keen interest 
in all civic affairs, and remains a strong 
optimist as regards the great future 
development of business in the Middle 
West, although he has been through 
the varying fortunes of several panics. 
Colonel Fleming was one of the organ- 
izers of National Irrigation Congress 
and as an officer of that organization 
was instrumental in securing the pass- 
age of the reclamation act. A man of 
many and various interests, in all of 
which he is efficient and successful, 
Colonel Fleming finds his greatest sat- 
isfaction and pride in life insurance. 





Charles F. Coffin, the talented and 
versatile vice-president of the State 
Life Insurance Company of Indianapo- 
lis, addressed the members of the Indi- 
ana Association of Life Underwriters 
Monday on “Life Insurance as a Pro- 
fession.” Mr. Coffin commands atten- 
tion when he talks on any subject, and 
especially when his subject is life in- 
surance. In addition to being a thor- 
ough student of the business, he has 
the human quality of the born life in- 
surance man who can see and realize 
big ideals in the business. Mr. Coffin 
has done much for the State Life and 
more for life insurance. As an example 
of how to be a successful life insurance 
man, he is a perfect pattern for his 
agents. 


Clifford M. Stanley, for nearly twenty 
years a leading local agent al 
Cazenovia, N. Y., died on Thursday last 





Meinel Home Again. 





Bronzed and hearty and more fit than 
ever to continue the strenuous life, E4- 
ward Meinel, associate United States 
manager of the Salamandra of Russia, 
reached New York several days ago 
from abroad. While away Mr. Meinel 
spent some time at the head offices of 
his Company in St. Petersburg, and also 
stopped at a number of other interest- 
ing Continental cities. 
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F IRE INSURANCE DEPARTMENT 





STANDARD POLICY CHANGES : 


IN OTHER STATES. 





NO EFFECT 





National Board Counsel Prepares Opin- 
ion Concerning Operation of New 
Policy Requirements. 





The National Board of Fire Under- 
writers has secured from Assistant 
Gencral Counsel Charles S. Fowler, an 
and 


opinion concerning the _ effects 
operation of the charges in the New 
York Standard fire policy. In this 
opinion Mr. Fowler says: 


“The circular of the New York In- 
surance Department dated May 21, 1913, 
ciently instructs companies how to 
comply with Chapter 181 of the laws 
of 1913 so far as New York State is 
con rned. 

“Question has been raised as to the 
effect of this legislation, providing for 
the appointment of umpire by court, in 
oiher States where the New York State 
Policy is in use by statute or by custom. 

“T am of the opinion that this law 
does not and should not affect in any 
way the policies in use in other states 
the following reasons: 

‘7. The statute in question provides 
as follows: 

No policy of fire insurance shall be 
issued on property located in 
this State, unless the foregoing pro- 
visions of this section shall be. printed 
ou or attached thereto * * 

This language clearly sdieehie that 
the provision in question is something 
attached to but not made of the stand- 
ard policy. It is also to be noted that 
this provision constitutes a new section 
12i-a of the Insurance Law, and is not 
made part of Section 121 which pre- 
scribes the standard policy. 

“2. Section 121 defines the 
policy as follows: 

“The printed blank form * * * here- 
tofore filed in the office of the Secretary 
of State * * * shall be transferred to 
the office of the Superintendent of In- 
surance and, together with such provis- 
ions, agreements or conditions as may 
be filed by the New York Board of Fire 
Underwriters in the office of the Super- 
intendent of Insurance and approved by 


sniff 
suli 


herealter 


siandard 


him * * * shall be known and des- 
ignated as the ‘standard fire insurance 
policy of the State of New York. 


“The new provisions did not arise in 
the manner prescribed in this seccion, 
and so is not a part of the Standard 


Fire Insurance Policy. 

‘3. In those States where the New 
York Standard Policy is made only by 
custom and not required by law or 


regulation, of course this New York 
siatute can have no effect. 

“4. The following States have some 
law or regulation prescribing the New 
York Standard Form or a form identi- 
cal or nearly so. 

“In Connecticut, North Carolina, 
Oklahoma, Rhode Island and South 
Dakota, the Standard Form is spread 
im full in the statute and is constituted 
the standard form for each of those 
States. 

In Oregon the conditions are likewise 
spread in full in the statute, and in 
Wisconsin the conditions are spread in 


full in the statute, and provision is 
made for the filing of a form by the in- 
surance commissioner incorporating 


these conditions, which thereupon be- 
came the standard form of policy for 
Wisconsin. 

“In Louisiana the New York Standard 
Form is prescribed by name, but for 
the reasons above stated, the new pro- 
Vision is not part of the New York 
Standard Form. 

“In New Jersey the standard form is 
by law the form prepared by the Com- 
missioner of Banking and Insurance 
and filed in the office of Secretary of 
State (New Jersey also has a special 
law on the subject of the appointment 


of ois by court, Pp, L. 1901, 
406). 

“In North Dakota the standard form 
is by statute the form ‘heretofore filed | 
in the office of the Commissioner of | 
Insurance.’ 

“In Idaho, Nebraska, and Washington 
the New York Standard Form ‘as now 
or hereafter may be constituted’ is pre- 
scribed by law, and for the reasons 
stated above the new provision of the 
New York law is not part of the stan- 
dard form. 

“5. In South Carolina, I cannot find 
that any standard form is prescribed by 
statute, but the New York Standard 
Form has been prescribed by ruling of 
the commissioner. If he is competent 
to make such a ruling, he is, of course, 
competent to modify it, but until he 
does so the New York Standard Form, 
unc hanged, is a proper one to use. 

“In West Virginia the statutory pro- 
vision is as follows: 

“No fire insurance company shall 
issue insurance policies on property in 
this State other than those of the form 
used by fire insurance companies in- 
corporated under the laws of the State 
* New York, with such changes and 


page 


of 
additions as the Insurance Commission- 
er may deem proper. 

“Even under this language, I am of 
the opinion that the new provision is 
not part of the Standard Form, or in 
any case, not part of the Standard 
Form in contemplation when the West 
Virginia Legislature adopted this pro- 
vision, and therefore,- that no change 
need be made in forms in use in that 
State.” 


LOOKING OVER THE FIELD. 
General Manager Mackey Interviews 
Applicants for United States Man- 
agership of Law Union. 


Chicago, June 3.—Alexander Mackey, 
general manager of the Law Union & 
Rock Insurance Company of London, 
arrived in this city several days ago 
after spending a short time in New York. 
The purpose of his visit is to select a 
United States manager for his Company 
in succession to A. F. Shaw of this 
city who is anxious to devote his en- 
tire attention to his local agency inter- 
ests. Mr. Mackey has had numerous ap- 
plications for the position, and is un- 
derstood to have interviewed a number 
of “possibilities” while in New York 
city. Others have called upon him here 
by invitation. 

A great deal of curiosity exists as to 
the future policy of the Law Union and 
tock here and as to the location of its 
United States headquarters. When Hail 
and Henshaw were the Company’s chief 
representatives in this country its head- 
quarters were in New York city. 
It is not thought unlikely that the of- 
fices will be transferred to the latter 





center once the new reign is inaugu- 
rated. 
A man of polished manner Mr. 


Mackey is of pronounced character and 
once a decision is reached, he clings 
tenaciously to it. 


mietune H. N. , toy Here. 





Following his return from Europe on 
the 24th inst. H. N. Kelsey lately ap- 
pointed United States manager of the 
Hamburg-Bremen Fire, started at once 
for Chicago to close up his affairs 
there pending his removal to New 
York city. Mr. Kelsey is due to arrive 
here to-day prepared to assume the ac- 
tive direction of his Company’s busi- 
ness. 


Wisconsin Rating Bill Dropped. 





The rating bill formulated by the 


Wisconsin Legislative Fire Insurance 
Investigating Committee is now prac- 
tically dead having been indefinitely 
postponed, 
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the Fidelity Underwriters 


policy is the strongest fire policy 
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Gross Combined Assets........ $42,215,116 
Policyholders’ Surplus.......... $23,589,661 


Home Office 
80 Maiden Lane, New York 


EDWARD MILLIGAN’ PRESIDENT. 





Succeeds D. W. C. Skelton as Head of 
Phoenix of Hartford—His Rapid 
Advance in Business. 





Failing health forced D. W. C. Skelton 
the long time president of the Phoenix 
of Hartford to decline re-election to the 
office at the annual meeting some days 
ago and Edward Milligan was chosen in 
hig stead. Mr, Skelton accepted the 
chairmanship of the Board. 

The advancement of Mr. Milligan in 
fire underwriiing has been rapid, dnd 
for years past he has been looked upon 
as one of the notably strong men of 
the business. Beginning his insurance 
career in a Philadelphia local agency in 
1879, he became Eastern Pennsylvania 
special for the Phoenix about ten years 
later. Subsequently he was elected 
secretary of the Company then vice- 
president and now chief executive. 


Western Office 
332 South La Salle St., Chicago 


MORE RIGOROUS LAWS. 
Measure Now Before Congress Would 
Place Restrictions Upon Companies 
In District of Columbia. 








Insurance interests in the Distriet cf 
Columbia _ will be forced to comply 
with far more stringent regulations 
than those now in force if the bill just 
offered in Congress by Congressman 
Ban Johnson chairman, of the Distri>i 
Commission becomes a law. 








Annual Meeting of Southern Tornado 
Association. 

Ai the annual meeting of the South- 
ern ‘Iernado Association held in New 
York city on Tuesday, the former offi- 
cers were unamimously re-elected. 


The advisability of increasing rates on 
farm property because of heavy losses, 
was referred to a special committee 
for further investigation. 





12 


THE EASTERN UNDERWRITER 


June 6, 1913, 








SOME MISSOURI STATISTICS 


SHOWING EXPERIENCE IN STATE. 
President Campbell of American Central 
Makes Strong and Able Analysis 
of Situation. 








President Edward T. Campbell of the 
American Central Insurance Co. of St. 
Louis, Mo., has made a careful analysis 
of the situation in Missouri based on 
statistics showing the experience of the 
companies in the State, in which he sets 
forth ably the position confronting the 
companies. In a letter addressed to 
the agents and patrons of the company 
he says: 

Statistics based upon the returns filed 
by the companies (under oath) with the 
Missouri Insurance Department from 
1870 to the close of 1911, inclusive, give 
the following results: 





Per cent. 
Average of loss paid to premiums 


CONROE 6 ceive dcccevesevcees 57.7 
AVOCTASE CXPENSE ......cccccsecce 40.0 
Wat t£AGe PEON ...n nce ccssccsiones 2.3 


These figures do not take into con 
sideration the legal reserves required 
by statute. If the legal reserves are 
added to the losses and expenses (and 
they should be added to get at the true 
result), the companies have suffered a 
net loss on Missouri operations for the 
period named of $4,970,056. The pub- 
lic has been misled with respect to the 
results of fire underwriting, by statc- 
ments generally treating only with the 
premiums and the losses, entirely ig- 
noring the legal reserves required by 
the statutes and the expense of doing 
business. The expense of doing busi- 
ness and the legal reserves (properly 
required for the protection of policy- 
holders) must be considered in the cal- 
culation to ascertain the true result. 

When competition is created and en- 
forced, it invariably takes the form of 
increased commission to agents. The 
increased cost of doing business must] 
of necessity be added to the rates and | 
increases the premium cost to the} 
property owner. It is popular to exact | 
of the insurance companies more tax-| 
es than are collected from individuals | 
or other corporations. That increased} 
taxation must also be added to the! 
rate and comes out of the pocket of | 
the policyholder. The States which} 
foster insurance capital have to a great 
extent relieved their companies of tax- 
ation, resulting in a lower cost of in- 
demnity to the citizens of such States 
and to building up large companies of 
great value to those States in bring- 
ing millions of dollars each year in 
premiums from other States to aid in 
financing the manufacturing, mercan- 
tile and farming interests of those 
States. : | 

That you may understand how the 
expense cost of doing business is dis- 
bursed, I submit the following: 

Per cent. 
21.9) 





} 
Commission to agents .......... 
Taxes, licenses and fees to State 
GepartMents 2... cccccsccscsccee 4.5 
Protective departments, inspec- 
tions, surveys, loss adjustments 


and salaries and expenses of 
special agents and adjusters... 7.) 
Printing supplies, postage, ex- 
change and telegrams ......... 3.5 
WOE van svenaee ted beaaet Oa0 69 36.9 
Every dollar of the expense men- 


tioned above remains in the State. Add 


to this the overhead charge of man- 
agement, home office expense, etc—4 
per cent.—makes a total average cost 


of doing business of 40 per cent. 
Rates Thoroughly Just. 

Many complaints have been made 
that in rerating Missouri under the 
Oliver law the new rates were exces- 
sive. I venture to assert that there is 
not a single instance where a rate was 
advanced except for cause, usually 
substandard electrical wiring, defective | 
chimneys, other physica] defects, ex-| 


careful owner is entitled to the benefits 


against 








| SALE OF INSURANCE MAPS 


A valuable equipment of bound and sheet insurance maps, property 
of the “American Union Fire Insurance Company” in liquidation, is offered 
for sale by order of the Insurance Department, Commonwealth of Penn- 
sylvania, liquidators. 

Printed lists of maps, with conditions as to sale, will be forwarded upon application. 











| (Address) THOMAS B. DONALDSON, Special Deputy, 331 Walnut St., Philadelphia, Pa. 
J 








average rate than is justified by the ex- 
perience in the State. The toliowing 
comparison Ol average rates speaks for 


posures, or lack of fire protection; and 
I also venture the statement, as has 
been proven in over ten thousand (10,- 


000) specific risks where rates have itself: Missouri, 97c; jlinois, $1.16, 
been revised, that when the defects lowa, $1.21; Kansas, $1.07; Arkansas, 
were remedied and the risks rerated $i.59; Kentucky, $1.32; Tennessee, 
that the revised rate was lower than $1.51; Oklahoma, $1.31; Nebraska, 
the property owner ever before en- $f.07. 

joyed. It is obvious that unless that Surely the citizens of Missouri can- 
difference is created in the rate be- not expect the citizens of otner States 
tween the property which is standard (which have reasonable laws) to pay 


enough money into the insurance fund 
to meet the losses in their State, and 
to also provide for the deficiency in the 
premiums collected in Missouri. 

The companies invite sane and rea- 
sonable supervision of their operations 


and that which is substandard and by 
which the substandard risk is penaliz- 
ed for its physical defects, the prop- 
erty owner has no inducement to re- 
move the dangerous elements from his 
property and will continue to invite 


the destruction of his property through and should be required to collect 
the medium of such defects as well as enough in premium to (1) pay the 
the destruction of the property of his losses; (2) pay the expenses; (3) pro- 
neighbor, and possibly human life— vide the legel reserves; (4) provide 
hence the property owner who fails to adequate funds for conflagrations or 
properly safeguard his risk should pay other emergencies over and above 


and the capital, and (5) should be permitted to 
collect enough to pay a fair dividend 
on the capital invested. 

Fire insurance policies are the back- 
bone of mercantile and manufacturing 
interests as well as the property values 
of the farmers and the credits of the 
banks. Remove the safeguard of reli- 
able fire indemnity; destroy the oppor- 
tunity to distribute the fire waste, and 
any State or community will sooner or 
later be pauperized. I am constrained 
to believe that if the good, hard, com- 
mon sense of our farmers, country bank- 


the penalty for his neglect 
of his prudence. 

The statement has also been made 
that the rates in Missouri as compared 
with the rates in adjoining States are 
excessive. There has been no discrim- 
ination on the part of the companies 
the citizens of Missouri; in 
fact, the citizens of Missouri have not 
paid the companies enough during the 
last forty years to meet the losses, ex- 
penses and legal reserves required by 
law, and they have received a lower 





HOW EASY IT IS TO OPERATE! 
PYRENE 


FIRE EXTINGUISHERS 


TURN HANDLE TO LEFT 
WORK LIKE A PUMP 
DIRECT STREAM AT EDGE OF 
FLAMES 
The PYRENE FIRE 
EXTINGUISHER, filled 
with the compound 





PYRENE, is the most 
effective extinguisher of 
incipient fires known to 
science, 


The double-acting, power- 
ful pump throws a stream of 
PYRENE a distance of 
thirty feet. It is easy to 
operate. Un account of its 
small size and weight, the 
PYRENE FIRE EXTIN- 
GUISHER van be carried to 
any part of a building and 
put to instant use. 


PYRENE, the extinguish- 
ing compound, smothers 
flames instantly and is 
efficient on fires in the most 
inflammable materials. 





Included in the lists of 
Approved Fire Appli- 
ances issued by the 
National Board of Fire 
Underwriters, 





Length 14 in. Weight 5 Ibs. filled 








WRITE 


PYRENE MANUFACTURING C0., 


FOR INFORMATION 





1358 BROADWAY 
NEW YORK CITY 











ers and merchants get at the “meat” of 
the situation the solution of the difficul- 
| ties will be easily determined. If all the 
| States followed the course which Mis- 
|souri has pursued with respect to fire 
underwriting, the capital invested in the 
| business would be retired and new capr- 
| tal could not be interested. Such a situ- 
| ation would wreck the financial credits 
| of this country. 
Profit Margin Slight. 
| There is no business conducted upon 
so slight a margin of profit as fire under- 
writing, and the best evidence of that 
fact is the “graveyard” of stock fire in- 
surance companies and the “boneheap” 
of mutual companies which litter this 
continent. No more than twenty-five 
companies doing business to-day were in 
existence in 1870, and during the same 
period more than one thousand com- 
panies have been organized and either 
failed or retired. You will no doubt con- 
clude that only the most careful, judi- 
cious management has enabled the 
twenty-five companies under reference 
to survive. Thirty years ago Missouri 
alone had thirty fire insurance com- 
panies. There are but two of that iist 
left to-day. Missouri property values re- 
quires the protection of every solvent 
and honorably conducted fire insurance 
corporation doing business in the United 
States and the public will know it when 
the strain comes, as it inevitably will, 
within the next few months. 

In the meantime, it seems to me that 
a campaign of publicity and education 
on the part of our agents with their 
patrons will bring good results. Let the 
people understand their relations to the 
companies and that the companies are 
nothing more nor less than their trus- 
tees, collecting premiums from the 
many to pay the losses of a few, and 
our good citizens will take a hand in 
the situation which will clear it for all 
time to come. Would it not be better 
for the farmers, the bankers, merchants 
and manufacturers in Missouri to fol- 
low the sound policy of Connecticut by 
preventing the companies from being 
overtaxed, by keeping expense ac- 
counts within reasonable figures, by 
encouraging the companies to collect 
enough in premiums to meet the losses, 
expenses, legal reserves and provide 
j}adequate funds for emergencies? It 
|; has proven a successful policy for the 
Eastern States and would prove equally 
successful in Missouri. 

How much more attractive is the 
position of Connecticut, who, through 
its companies, is receiving the use and 
benefit of $50,000,000 a year in pre- 
| miums collected in other States flowing 
|into the City of Hartford for the use 
and benefit of the commercial interests 
of that State, as compared with Mis- 
;souri, who, through its adverse laws, 
has driven the companies out of the 
State; destroyed nearly all of the com- 
panies incorporated under the laws of 
jthe State during the last thirty years, 
and discouraged the incorporation and 
|development of other companies that 
| might very well serve the future pros- 
perity of the State if given the oppor- 
'tunity under reasonable and fair laws. 
| Bear in mind that an insurance com- 
| pany is merely the trustee of the pre- 
;}mium funds of its patrons and when 
the people come to understand that 
such is the case, we will be able to 
reach a condition in Missouri where 
the State will reasonably supervise the 
| business and those interested in con- 
demning the companies will not be able 
to continue to mislead the property 
owners who “pay the freight.” 


Indianapolis Salvage Corps. 

The incorporation of the Indianapolis 
Salvage Corps is being held up because 
the Secretary of State refuses to issue 
articles of incorporation until Attorney 
General Honan decides on the legality 
of the proceeding. The incorporation 
is based on the law of 1877 and there is 
some difficulty over the interpretation 
of the word “Underwriters.” 

Tornado insurance is now being 
written by the Western of Toronto. 
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June 5, 1913. 












gE. U. A. ANNUAL MEETING 


PRES. HARRY R. BUSH RE-ELECTED. 


Chiefly Routine Matters Take up Time 
of Sessions—Home Office 
Managers Present. 


The South Eastern Underwriters As- 
sociation held its thirty-second annual 
meeting at Atlantic City, N. J., last 
week, the sessions being devoted chiefly 
routine matters, the question of 
agency balances being the only one 
provoked any particular discussion. 
So well had the executive committee 


of the Association prepared its task 
thal little remained to be done by the 
convention proper other than to endorse 
the recommendations of the commttee, 


and this was done in every instance. 

The officers of the Association were 
re-elected as follows: President, Harry 
R. Bush; vice-president, Frank L. Lock; 
secretary, J. S. Raine. The executive 
committee will be named later by 
President Bush. All the other com- 
mittees were continued without change. 

Among the managers present were’ 
President W. B. Clark of the Aetna; 
Manager George W. Babb of the North- 
ern Assurance; Manager Frank Lock of 
the Atlas; Vice-President F. C. Buswell 
of the Home; Vice-President Edward 
Milligan of the Phoenix of Hartford; 
Vice-President H. A. Smith of the 
National of Hartford; J. H. Burger of 
the Norwich Union; Vice-President C. 
H. Coffin of the German American; C. 
H. Sturhahn, manager of the Rossia; 
Cc. J. Holman, assistant manager Com- 
mercal Union; Harry Sherman, agency 


superintendent Sun; W. J. Dawson, 
secretary agency dep’t. Pennsylvania; 
J. B. Morton, vice-president Fire Asso- 
ciation; Walter Alley, department 
manager North British & Mercantile; 
John Packard, secretary London As- 


surance; L. H. Crockett, secretary New 
Hampshire; J. J. McKay, secretary 
Atlantic National; H. K. Alley, secretary 
Peoples National. 


In contrast to the gatherings of by- 
gone times the Association meetings 
of to-day are tame affairs, both from a 
business and a social standpoint? Years 
ago the annual gatherings were at- 
tended by large delegations of com- 
pany officials, special agents, and not a 
few local men. Many of the members 
brought their wives and families with 
them, a fact that added not a little to 


the interest taken in the proceedings. 
Matters of high importance were 
threshed out on the convention hall, 


and opportunity was thus afforded for 
the Northern men to hear some of the 
most foreeful and persuasive speakers 
of the South. The large curtailment of 
territory under the jurisdiction of the 
organization, and the prohibition against 
the attendance of special and local 
agents is, of course, mainly responsible 
for the changed conditions. At the 
gathering last week but three ladies 
were in attendance, and only one stayed 
over the meeting day. 





The old guard—Captain Gay and 
Messrs. Eggleston, Tupper, Chapin and 
Dargin—were on hand as usual, and 
their fine hand was evident in the re- 
port of the executive committee. 


And the general agents above named 
are not only capable and highly suc- 
cessful underwriters, but they have 
prosperous outside interests, which are 
returning them large dividends. Mr. 
Eggleston, for example, is a_ textile 
manufacturer and is credited with hav- 
ing engineered more than one big finan- 
cial project in the South. Small won- 
der that men of his type refuse to leave 
Atlanta, even though the bait be an 
official post at headquarters. 





Atlee Brown Manager. 





Hearty approval was given the ree- 
ommendation of the committee that 
Atlee Brown be engaged as manager 


cient work as head of the Philadelphia 
Suburban Association since the crea- 
tion of that organization stamping him 
as a thoroughly competent rate-maker 
and what is equally desirable—a born 
diplomat. 


CELEBRATES 50TH ANNIVERSARY. 


Fireman’s Fund of San Francisco Com- 
memorates Organization This 
Week—Underwriters Present. 


The staunch and tried Fireman’s 
Fund Insurance Company of San Fran- 
cisco, which gained for itself an en- 
viable reputation throughout this coun- 
try and the whole world by the manner 
in which it met the San Francisco dis- 
aster and the resulting enormous losses, 
is celebrating this week the fiftieth 
aniversary of the organization of the 
Company. The festivities began with a 
conference on Monday and there fol- 
lowed a succession of banquets, meet- 
ings and entertainments which will last 
probably throughout the week. 

Many prominent underwriters are at 
San Francisco participating in the cele- 
bration, a large party having left Chi- 
cago last week. Among the Company’s 
prominent Managers now at the home 
office for the occasion are A. K. Simp- 
son, manager of the Eastern Depart- 
ment at Boston; John Marshall, Jr., of 
Marshall & McElhone, managers of the 
Central Department of Chicago, and 
Edgar S. Wilson, manager of the South- 
eastern Department at Macon, Ga. A 
number of ladies were also included in 
the party. 


TO SUE FOR RETURN OF FEES. 


Brooklyn Brokers Begin Action Against 


Insurance Department—Paid Under 
Unconstitutional Law. _ 

The Brooklyn § Insurance Brokers 
Association has taken steps to bring 
suit against the New York Insuranc: 
Department for the return of the fees 
collected by the department under the 
recent law which was declared uncon 
stitutional. The executive committee 
has retained Joseph A. Maguire. Ali 
claims will be assigned to the presi- 
dent of the association, and he will 
bring one action for the return of the 
money. The necessary assignmen 
papers will be ready for signature at 
the next meeting of the association to 
be held June 19. 


JOIN’'S GERMAN-AMERICAN. 
W. Robbins Appointed Agency Superin- 
tendent of Company for 
Eastern Canada. 


In succession to Thomas Moore ré 
signed to accept the presidency of the 
Potomac Fire, of Washingion, D. C 


d W. 


agents 


the German-American has appoints 
Robbins, its superintendent of 
for Eastern Canada, with headquarters 
at Toronto. To assume his new con- 
nection on July 1 Mr. Robbins will re- 
tire from his present office as inspector 
for the Hartford Fire in Ontario. 





Had General Agecy of Teutonia. 

The Teutonia of New Orleans, which 
reinsured some days ago in the Hart- 
ford Fire, was represented by Lewis 
H. Vail, of Poughkeepsie, N. Y., as gen- 
eral agent for New York, Pennsylvania, 
Massachusetts, Rhode Island, New Jer- 
sey and Connecticut. Wallace H. Reid 
was manager for the Metropolitan Dis 
trict of New York city. 








Newark Fire Appoints State Agent. 

A late appointment of importance 
made by the Newark Fire of New Jér 
sey, is that of W. S. Campbell of New 
Orleans, as its Louisiana State Agent 
In addition Mr. Campbell will repre- 
sent the Newark Underwriters. 
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of the association, Mr. Brown's effi-| 















Capital Stock - 
Liabilities - 7 
Net Surplus - 

Total Assets 


P. L. 
Cc. E. 


HOADLEY, President 
SHELDON, Vice-President 








FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


- $1,000,000.00 
5,431,072.05 
- 300,000.00 
7 3,135,102.52 
$9,866,174.57 
©. W. BAILEY, Secretary 
F. HOADLEY, Aasistant Secretary 




















PLAN RATING OF NEW JERSEY. 


(Continued from page 1.) 


general supervision of the operations 
f the New Jersey Fire Acturial 
Bureau. 

That a meeting of the subscribers of 


this bureau be called annually, at such 
time and place as may be chosen by 
the advisory committee, at which time 

ull report of the workings of the 


bureau shall be made (and the existing 





committee continue or a new one be 
lected), including a fiscal report from 
the manager, duly audited by the ad- 
visory committee. 

That, further, a meeting of the sub- 
scribers shall be called by the advisory 
committee at any time on the written 
request of seven subscribers 

Resolved (a), That power and dis 
cretion be given the advisory commit- 
tee uant to the above resolution, 
to engage the services of Mr. Atk 
jrown, now of Philadelphia, as man 
ager, who will maintain the principa! 
office of this bureau in the city of New 
ark, N. J. 

(b) That the committee be further 
empowered to negotiate and arrang 
with the proprietors of existing actu 


arial bureaus for such portions of their 
plants as can be used to advantage, in- 
cluding leases or such portions thereof 
may be required 

That the committee be 
empowered and instructed to 
uch acts as may be necessary to fully 
comply with the including the 
employment counsel. 


(ec) further 


perform 


law, 
of 

(d) That the committee be further 
iuthorized and empowered to levy upon 
the ce subscribers hereto, such 
a ssments as ar iry to carry 
out the fore each agree 
ing to pay its pro rata, to 
amount of i premium income in 
State of Ne Jersey, as shown iu 
returns to the 
and Insurance 
ceding year. 

The 


was as 


mpanies, 
necessi 
purposes 


proportion, 


going 


the 
the 
the 


Banking 


Commissioner of 
for each pre 
committee of eleven appointed 
follows Continental, Fir 
Newark, North River, Hom 
National Hartford, Norwich Union, 
Liverpool & London & Globe, West 
chester, American of Newark, Germania 
and Franklin of Philadelphia 

The proposed 

as follows 


NEW 


men's of 


ot 


form of authorizatior 
JERSEY. 
The Insurance 


aie Company 
of the city of 


i) 
ne 


Commissioner of Bank 
Trenton, N. J., i 
of premiums to be 
contracts of 
proposed to be 


and empower 
file with 
and Insurance at 
schedules of rates 
charged colle 


insurance or 


the 


and cted on 


indemnity 


effected by said company, and sched 
ules of charges and credits affecting 
such rates of premiums, also suppl 


ments to.and changes in said schedules 


and the rates derived therefrom, in 
compliance with the provisions of 
Chapter No. 85, Laws of 1913, State of 
New Jersey. 
Insurance Company 
Se Sere ery 
DEE ac watuiwe sah cadeanweconens 
SR (OE ew keh eidd Koreas a ce wews eran 
June .., 1913. 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1913 


Cash Capital..... $1,000,000.00 
a? 7,213,762.27 
Net Surplus 2,613,814.88 
Surplus for Policy 

Holders ....... 3,613,814.88 


HEAD OFFICE 
Cor. William & Cedar Streets 














1853 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA.- 


1913 





Assets, Dec. 31-1912 
Net Surplus, ,, ,, 


$1,153,949. 82 
. 589,603.10 


W. H. MILLER, president 
A. S. MeCONKEY, 


Secretary and Treasurer 








THE LEADING FIRE COMPANY 
OF THE WORLD 












eo 
IROWAL 
INSURANCE 
ConPANY 
LomITeD 


[of Liverpool England. | 
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iN TAX REDUCTIONS. 


(Continued from page 10.) 


OPINION 


one hundred and eighty-eight, or one 
hundred and eighty-nine of this chap- 
ter, to pay to the State an annual tax 
equal to a percentage of its gross pre 
miums, capital stock, surplus, un- 
divided profits or undivided earnings, 
or one or more, for the privilege of ex- 
ercising its corporate franchise or 
carrying on its business in such cot- 
porate or organized capacity, which 
shall own any of the bonds of the State 
of New York, shall have credited to it 
annually to apply upon or in lieu of 
the payment of such tax an amount 
equal to one and one-half per centum 
of the par value of all such bonds of 
the State, bearing interest at a rate 
not exceeding three per centum per an- 
num and an amount equal to one-half 
of one per centum of the par value of 
all such bonds of the State, bearing in- 


terest at a rate exceeding three per 
centum per annum but not exceeding 
four per centum per annum, owned by 


such corporation, company or associa- 
tion, tered in its name or 
registered in the name of a public de- 
public officer or officers of 
other State, or of 
trust for such 
association 


and regi 


partment, a 
this State, or of any 
the United States, in 
corporation, company or 








on the thirtieth day of June prior to 
the date when such tax shall become 
due and yable; provided, however, 
that there shall in no ca be credited 
to any such corporation, company or 
association an amount in excess of the 
amount due to the State from such cor: 
poration, company or a ociation for 
taxes payable to the State under thi 
chapter for the fiseal year for which 




















such credit is given; and further pro 
vided that any such credit so allowed 
under this section shall not bear inter 
est.” 

This act amended section 190 of the 
Tax Law by increasing the amounts to 
be credited to certain —— ons 
upon their franchise taxes where such 
corporati wi ered 
pursuant to certain bonds 
of the State. amendment increased 
the deduction to be credited by reason 
of the owner ] ition of 
three per cent bond ind x ided 
the right a lesser deduction by rea 
on of the owns hi d registration 
of bonds issued t a higher interest 
ate thar i ] ( 

By section 187 of the T I an 
innual franchise ix for the privilege 
of exercising corporate franchises or 
carrying on busin based upon the 

iT + of ren 1 ré ce ived 

to or! per ¢ im thereof 

upon domestic insurance 

d mad navable on or 

fir t 4 f T i¢ of each 

vear Such corporatiot yursuant to 

subdivision of section 192 of the Tax 

Law are required to make written re- 

port on or before March first of each 

vear to the Comptroller stating their 

rross receipts at the close of business 
on December 3 preceding. 

Under section 197 of the Tax Lav 
the taxes so imposed are payable on or 
before the first day of June in each 
yeal Under the provisions of section 
198 of the Tax Law, the Comptroller 
is authorized upon the application of 
the party agains vhom the account 


or the 
ar to revise and 


for taxes is s attorney- 


general within o 





readjust such accoun here it appears 
‘that the said account included taxes 
or other charges which could not have 


1anded.” 
cor porations 


been lawfully der 

So far as the 
to in the parag 
statement 


referred 
raph contained in the 

and umbered “1,” 
ments of taxé were made pur- 
uant to said section 199 of chapter 62 
of the Laws of 1909 and made 
voluntarily, pursuant to the provisions 
of law as then existing 

It cannot the 
“charges which could 
lawfully demanded” were 
therefore 


were 


refore be said that 
not have been 
included and 
without 


the Comptroller is 
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‘ - | 
power to revise or change said account. 


His power is limited by the provisions | 
of said section 198 of the Tax Law to 
“resettle the same according to law 
and facts” and as the taxes were paid 
pursuant to the law in force and under 
no mistake of fact the Comptroller is 
unauthorized to change the same. 

The taxes were payable on or before 
June first and the corporations in 
question availed themselves of their 
privilege to pay their taxes before the 
expiration of the time limited by the 
statute. | 

The payments were made voluntarily 
under no compulsion, and were not in} 
any sense of the word illegal. 

The courts have repeatedly _held 
that taxes so paid can not be recovered. | 
McKibben v. Oneida Co. 49 N. Y. 
Supp. 553; Tripler v. Mayor of New | 

York, 125 N. Y. 617; Vanderbeck | 

v. City of Rochester, 122 N. Y. 285. | 

I am therefore of the opinion that the} 
corporations referred to under para- 
graph numbered “1” in the above state- 
ment are not entitled to the additional 
credits provided for in said chapter 357 
of the Laws of 1913. 

The companies mentioned under para- | 
graph numbered “2” of the above state- 
ment have not paid their taxes. They/ 
therefore clearly come within the pro- 
visions of chapter 357 of the Laws of 
1913 and are entitled to the credits 
defined therein. 

The corporations mentioned in para-| 
graph numbered “3” of the above state- | 
ment paid their taxes subsequent to| 
April 24, 1913, and are in my opinion 
entitled to the allowances claimed. 

The case of The People Ex Rel The 
Edison Electric Illuminating Company 
of New York v. Edward Wemple Ete. 
141 N. Y., 471, seems to be decisive on 
this point. In that case it was held | 
that the Comptroller had the power to 
revise and readjust an account against 
a corporation for taxes arising under 
chapter 463 of the Laws of 1889 where 

iid taxes had been imposed upon and 

aid by a corporation which was ex- 

mpt from any taxation under the act, 
nd the fact that the payment was made 
luntarily it was held, did not deprive 


the corporation of the relief. 
Dated May 26, 1913. 
To: Attorney-General. | 
Hon. M. J. Walsh, 
Deputy Comptroller, 


Albany, N. de 
ENDEAVORING TO HOLD BUSINESS. 
Hartford Fire Following Closely Risks 

of the Reinsured -Teutonia of 

Louisiana. 

New Orleans, June 3 (Special to 
Eastern Underwriter).—Strenuous and 
well directed efforts are being put for- 
ward by the Hartford Fire to retain the 
business of the Teutonia Fire of this 
city, which it secured by reinsurance a 
short time ago. The special agency 
force of the Connecticut company has 
the situaticn well in hand, and express- 
‘s its complete ability to accomplish 
what is asked of it by the head office 
and the department office at Atlanta. 

And mention of the latter recalls that 
the reinsurance deal was effected by 
Messrs. Eggleston and Prescott, South- 
ern managers of the Hartford, Mr. Pres- 
cott hurrying to this city immediately 
he learned that the Teutonia could be 
had. Registering under a foreign name 
to hide his identity, Mr. Prescott kept 
closely to his room in the hotel until all 
arrangements for the reinsurance had 
been perfected. Rumor credits his pay- 
ing 55 or 57% per cent. for the busi- 
ness, a figure but one per cent. higher 
than was bid by one of the other giant 
Eastern companies. 

It is figured that stockholders will re- 
ceive about 130 in liquidation, a sur- 
prisingly good figure, and one they will 
be delighted to get. 

President Nol!’s Explanation. 
restrictions of State 
laws was the moving cause that led 
the company to decide to go out of 
business. We found that in order to 


3urdensome 


June 5, 1913. 





THE YORKSHIR 


FRANK & DuBOIS, U. 8. Managers 


ORTH & SOUTH C AROLINA DEPARTMEN 


Insurance Company, Ltd. 


Established 1824 


The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not her 
tofore represented in the United States 


0. E. LANE, Superintendent of Agencies, 80 Maiden 
New York Life Insurance & Trust Co., U. 8S. Trustee, 52 Wall Street 
PAC = COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 


iT, 


SOUTHEASTERN DEPART M ENT, Dargan & Hopkins, Managers, Atlanta, Ga. 


OF YORK, ENGLAND 


ERNEST B. BOYD, Underwriting Manage: 
Lane, New York 


Harry R. Bush, Manager, Greensboro, N. C. 








F. D. LAYTON Ss. T. 


NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
STATEMENT, JANUARY Ist, 1913 





LIABILITIES 
Capital Stock..... Shedeabeeesebanadsid ink kouebudl $2,000,000.00 
Reserve for Re-Insurance............. 7,862,926.70 
Reserve for Outstanding Losses 586,296.03 
Special Reserve for Contingent Liabilities ...... 300,000.00 
SP EE PINON ods hin ccatndescicanscnsschaus 336,245.44 
SP PDs pica thd:6ctdes nidiinncenseavesbeasnns 3,897,204.74 
Total Assets ... $14,982.672.91 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 


oe Secretaries 
AX 





WELL Cc. S. LANGDON 
SURPLUS TO reuannenenee $5,897,204.74 














WOOD BROTHERS 


(GEORGE E. WOOD) 


Insurance 











100 WILLIAM STREET 
NEW YORK CITY | 











Executive Offices - - 





GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 


GENERAL FIRE EXTINGUISHER COMPANY 


x. 5. 


ee 


PROVIDENCE, 





continue to operate in the thirty States | 
where we are now doing business the! 


stockholders would have to put up more ; 


money. Unless a company can show 
a surplus of twice its capital it has no 
show any more. There igs no money in 
the insurance business any longer. The 
companies make their money off their 
investments. Rates are being held 
down to such a level that the profit 
from the business proper amounts to 
very little. We decided after a canvas 
of the situation to retire while we 
could do so on a profitable basis, rather 


than take a chance of losing. The 
stockholders will get about $130 per 
share.” 


PLEAD GUILTY TO ARSON CHARGE. 


Get Prison 
Insur- 


Fort Wayne, tInd., Pair 
Terms for Attempted 
ance Fraud. 


Pleading guilty to the charge of arson 
David and Benjamin Rosenberg, 
brothers, were sentenced to prison 
terms at Fort Wayne, Ind., on Monday. 
The former will serve from two to 
iwenty-one years, while Benjamin was 
given a suspended sentence of from two 
to fourteen years; in addition the latter 
paid a fine of $25 and costs. 

The conviction followed the attempt 
to burn their store by the Rosenberg 
brothers some weeks ago. 

James McGinty of New York, an in- 
surance man, has been appointed secre- 
tary to the State fire marshal at a 
salary of $5,000. 
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Reviewing the illuminating address 
of kb. G. Richards before the Insur 
ance Society of New York on the sub. 
ject of Classification—Discrimination. 
its text appears to be: Would the com- 
bined classification of the premiums 
and losses of all companies divided into 
as many subdivisions as practicable, fur- 


nish a reliable basis for formulating 
rate schedules or fixing mathematic- 
ally correct rates on a given risk, and 


f there discrimination in rates at the 
pres: nt time? 

The speaker states as his practical 
experience that classifications by occu- 
pancy are “chiefly valuable as a gen- 
eral guide in the selection and accept- 
of risks,” and presumably for fix- 


anc’ 

ing lines, but “beyond this they have 
little value.” At best such classifica: 
tion is but a record of past conditions, 


without guarantee of the future. Fire 
insurance is sold “without the slight- 


est means of knowing in any particu- 
lar case what the fire loss cost will be,” 
and the risks written to-day must take 
into account the conditions of to-day 
and the future rather than yesterday 


and the past, though the past furnish- 
es experience for judging somewhat of 
the future. “The quality of a com- 
pany’s underwriting management is in 
dicated by the loss ratio of its busi- 
Mix the good record and the 


nes 
bad, and the result is of no value to 
either as a guide whether for under 
writing or rate making. It may be 


mentioned here parenthetically that a 
prominent newspaper in Texas recently 


said editorially, “There is some reason 
to suspect that the (loss) statistics 
could be classified in a way which 


would show that those companies that, 





in their eagerness to get business, 
would assume almost any risk are the 
one that have suffered and that if 


their record were segregated from that 


of the more conservative companies it 
would be seen that these have pros 
pered.” 

One of the most important features 
touched upon, which goes farthest to 
wreck the definite value of loss class 
ification statistics, is that all losses of 
a given occupancy are grouped to- 
gether without regard to whether or 
not co-insurance was a part of the con- 
tract and therefore no true average is 
obtained. While classification of losses 
might if sufficiently refined, show the 
amount thereof chargeable to defective 
flues or kerosene oil lamps, how cou!d 
the amount thereof chargeable to hol- 
low walls, vertical openings or lack of 
watchman be determined? How could 


the premiums received for such defects 
be classified, or if the loss cost couid 
be found what basis of estimate shouid 


be used for approximating the pre- 
miums that would be received for any 
given charge that might be made on 
account of any of these or other de- 
fects? 
Expenses Must be Classified. 

For proper rate making purposes 
expense also must be classified, and 
While that portion thereof which is in 


ratio with the premiums, such as taxes 
and commissions, may be determined 
with approximate accuracy, what would 
be the practical method of distributing 
among various occupancies and classes 
the flat charges, such as fees, licenses, 
rent, salaries and management ex- 
penses? These latter are necessarily 
in lower ratio for a company of large 
premium income than for one of small 
income: What loading therefore should 
the rate include for expense and par- 
ticularly for profit? 

The foregoing are the practical ques- 
tions asked and the conclusions are 
reached that: 

First, from the classification of pre- 
mMlums only the average rate received 
in the past on a given class is found, 
without the slightest intimation of the 
lowest rate received on the best risk 
or the highest rate on the poorest risk. 

Second, from the classification of 
losses no indication is given how such 
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E. G. Richards on “ Classification—Discrimination.” 


fire cost should be apportioned among 
the good, indifferent and poor risks 
written, nor as to be cost of the indi- 
vidual hazards embraced in a single 
risk. “Only the average ratio of cost 
per $100 of insurance can be deduced.” 

Third, “Neither from the statistics of 
one company, nor the combined statis- 
tics of many companies, can informa- 
tion or assistance be obtained for the 
making of specific rates or the compila- 
tion of charges in a rate schedule. 
Only a single average rate is obtain- 
able based upon the past cost of an 
average risk,” * * * “and, therefore, 
must not the price we charge to-day 
for indemnity against future loss be a 
matter of judgment by expert opinion 
only,” whether it be by schedule rate 
or otherwise? 

Cannot Prove Discrimination. 

The speaker goes on to say that if 
classification will not give fire cost of 
a particular risk, or any of its elements, 
then it would seem that the law against 
unjust discrimination in fire insurance 
rates is based upon mistaken theories, 
and in its results must fail to meet 
the purpose intended by its advocates. 
In his opinion, “Unjust discrimina- 
tions, intentional or otherwise, in fire 
insurance rates cannot be demonstrated 


by statistics,” that they do not exist 
to any serious extent and that self- 
interest and competition will more 


surely bring about their correction than 
State supervision, 

On the other hand, there do exist un- 
fair discriminations in some states as 
against others, notably in the State 
Rate Making and _  Anti-Coinsurance 
Laws, and in excessive taxation. 

The misunderstanding respecting fire 
insurance rate making, Mr. Richards 
holds is largely due to a false theory 
of the relationship between statistics 
and rates, and the placing of insur- 
ance companies on a plane with rail- 
roads—regarding both as public ser- 
vants. This is wrong, for while the 
railroad obtains exclusive rights and 
franchises which give the public a 
right in return to certain reasonable 
service, the insurance company merely 
receives the right to do business with 
exclusive privileges whatsoever. 
Railroading is a public business, in- 
surance a private one, and it may rea- 
sonably be doubted if the State has a 
constitutional right to intefere with it 


no 


envy more than with the grocery or 
elothing business beyond such regula- 
tions as may insure the financial or 


physical health of its citizens. 
State Rate Making Unconstitutional. 
State rate making the speaker holds 
to be unconstitutional because “where 
the right to demand and receive ser- 
vice does not exist in.the public, the 
correlative right of regulation 
rates and charges does not exist,” 
t . be unsound in principle because it 
ixnores the law of nation wide aver- 
Anti-Coinsurance laws are held 
wrong in principle because the absence 
of a uniform requirement for .coinsur- 
ance on fire policies “affects very ma- 


as 


age, 


terially the loss and premium ratios, 
and enhances the cost of insurance to 
those who must—or do—insure for 


nearly or quite full value.” 
Therefore the States which maintain 
such laws on their books or any others 
which operate to make rates too low, 
expenses too great, or policy con- 
tracts inequitable are discriminating 
against other States in creating a con- 
dition whereby they do not bear their 
just proportion of the fire tax burden of 
the nation. Any State ignoring “that 
larger community of interests outside of 
itself upon which it relies for protec- 
tion from severe conflagration disaster, 
defies the law of average which is 
the essential basis of sound insurance, 
and unfairly discriminates against 
o‘her States and countries, which dis- 
crimination must inevitably react 
against itself, because other States so 
discriminated against will not always 
submit.” 
On the subject of taxation as a form 


or 


of discrimination detailed figures are 
given showing how it is excessively 
and unevenly levied, often bearing 


hardest on the smaller companies and 


also the well nigh overwhelming 
burden of taxation, municipal, State 
and national, borne by insurance com- 
panies. For the ten year period, 1902 
to 1911, the taxes paid by all stock 
companies in the United States aggre- | 
gated 36.2 per cent. of their net in-| 
comes, and the speaker justly ex- 
claims: “Is any other business taxed 
@s heavily as stock fire insurance?” 
Mr. Richard’s Conclusions. 

In summing up the entire subject 
Mr. Richards reaches the following 
conclusions: 

First: That classification statistic 
o- premiums and losses have little or 


no practical value except as profit and 
loss accounts, and are useless for rate- 
making purposes; and 

Second: Existing laws against 
crimination by insurance companies in 
the matter of rates originated in false 
premises, and are, therefore, illusory 


and unnecessary; but that other laws 
relating to co-insurance, taxation, and 
State rate-making operate as very 
serious and far-reaching discrimina- 
tions, State against State, and, in ef- 


fect, distribute the loss and tax burden 
very unequally, make the average loss 
rate of the country appear much high 


er than it really is, remove from th: 
fire insurance companies their full 
right of conduct of a private business 
guaranteed by the Constitution of the 
United States, interfere seriously in 
the operation of the principle of 
average which should be unrestricted 
and such statutes until repealed tend 


slowly but surely to destrov that bul- 


wark of commerce and business enter 
prise, the business of Stock fire-insur- 
ance. 

Any review of this address nec 
sarily would omit many facts and ar 
suments, and it must be read in order 
to understand fully how the variou 
conclusions are reached, ind how 


sound the reasoning appears. 


dis- 
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SURETY HAPPENINGS 





PLATE GLASS BUREAU REPORT 


DEPARTMENT CRITICISES WORK. 


Says Method of Making Rates Shows 
Discrimination—Examiners Make 
Recommendations. 


After making an examination of the 
Plate Glass Underwriters’ Association 
and the Plate Glass Service and Infor- 
mation Bureau, the ‘New York Insur- 
ance Department has issued a report 
in which it criticises both organizations 
in several respects. Discrimination in 
the making of rates is claimed and the 
methods of the bureaus criticised in 
other respects. 

The report says in part: 

“A review of the conditions sur- 
rounding the history, organization and 
manner of conducting the Plate Glass 
Underwriters’ Association of New York 
city does not indicate that the insuring 
public has been in the fullest extent 
benefited by the combination existing 
between the members of that associa- 
tion. The experience of companies 
writing plate glass insurance as to pre- 
miums and losses as reported to this 
department indicates either immoder- 
ate profits or excessive expense, both 
before and after the formation of the 
association. 

“The so-called cabinet or district rates 
are plainly exorbitant, and the vari 
tion in rates applied to the different 
districts was based upon insufficient 
data. The individual rates, some of 
them higher and some of them lower 
than the cabinet rates, are a travesty 
upon the principle of insurance. These 
rates, which were fixed by the company 
having the business on its books, be- 
came the association rate on individual 
risks, regardless of equity or consist 
ency, by the interested company simply 
filing such rates with the association. 
The committee rates als6é were grossly 
discriminatory, and were resorted to 
apparently for the purpose of meeting 
the competition of the few non-associa- 
tion companies. The non-association 
competition has apparently been of 
small benefit to the insuring commu- 
nity. the competition being directed not 
so much toward cutting the association | 
rates, but rather to attract brokers by 
increased commissions. 

“No surveyors are employed: by the 
association, each company making its 
own surveys. This method results in 
some duplicate surveys being made and | 
such duplicates do not always agree as 
to the size of lights. 

The association evidently confines its 
efforts mostly to the filing and record- 
ing of rates as submitted by the com- 
panies and furnishing such filed rate 
upon request, to the members. 

“No provision is made by the asso- 
ciation whereby any policyholder may | 
ascertain any information whatever re- 
carding the rates on his property; no 
file or record of any such requests, 
complaints, correspondence, etc., being | 
kept by the association. 

Recommendations. 

“Section 141 of the insurance law | 
provides in part as follows: 

“7, ‘ * * * nor shall any such (rate 
person, 





any 
authorized 
insurance 


association, or 

association or corporation 
to transact the business of 
within this State, fix or make any rate 
rates or charge a rate 


making) 


or schedule of 


which discriminates unfairly between 
risks within this State of essentially 
the same hazard. * * * 


“2. ‘Every such rating organization 
shall keep a careful record of its pro- 
ceedings, and shall furnish upon de- 
mand to any person upon whose prop- 
erty or risk a rate has been made, or 
to his authorized agent, full informa- 


‘tion as to suca rate, and, if such prop- 
erty or risk be rated by schedule, a) 


copy of such schedule; it shall also 
provide such means as may be approv- 
ed by the superintendent of insurance 
whereby any person or persons affect- 
ed by such rate or rates may be heard, 
either in person or by agent, before 
the governing or rating committee or 
other proper executive of such rating 
organization on an application for a 
change of such rate or rates.’ 


“It is recommended that the collation 
of the statistical data, upon which the 
association is at present engaged, be 
speedily completed and carefully an- 
alyzed; that new rates based upon this 
analysis be uniformly applied to all 
risks of essentially the hazard; 
and all recognized extra-hazardous or 
non-hazardous surroundings as disclos- 
ed by such analysis to be uniformly 
considered in the rates applied to in- 
dividual risks or specified districts 


same 


“In order to comply with the second 
provision of the law above quoted, it is 
recommended that the association ob- 
tain for its own files all the informa- 


tion necessary to ascertain whether 
the association rate has been properly 
arrived at in conformity with its 
manual, rules and practices, and to 
furnish -such information, upon de- 


mand, to any person affected by such 
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rate. Furthermore, all such informa- 
tion should be obtained through in- 
spections made under the supervision 
of the association, thus tending to 
bring about uniformity, eliminating 
favoritism and discrimination and re- 
ducing to a minimum the cost of in- 
spections now independently conduct- 
ed by each company. Reductions in 
expenses brought about by adopting 
new inspection methods or from other 
improvements should also accrue to 
the benefit of the policyholders. 

“It is also recommended that the 
association adopt measures to further 
comply with the second provision of 
the law quoted above by authorizing 
some committee or executive before 
whom a hearing may be had by any 
assured or his agent, upon request for 
a change in rate upon his property. 

“The report on the Plate Glass Ser- 
vice and Information Bureau said in 
part: 

“Non-Bureau Competition.—One of 
the objects of the bureau is the main- 
tenance of its rates in the territory un- 
der its jurisdiction. Whenever non- 
members cut the bureau rates or dis 
regard the bureau’s rules governing 
commissions, an attempt is made by 
the local association in whose territory 
the violations occur to induce the of 
fending company to join the organiza- 
tion. If unsuccessful, the local organ- 
ization is empowered by the bureau to 
employ whatever means may be deem- 
ed necessary to meet the competition, 
the rate and rules having been en 
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tirely suspended in some localities for 
this purpose. 

“Because of the competition existing 
in a portion of the territory formerly 
covered by the bureau, the constitutiog 
was amended in July, 1912, so as to 
limit the jurisdiction of the bureay 
only to those States which are unani- 
mously voted by the membership as 
constituting a part of the bureau’s ter. 
ritory. As a result of this action, the 
bureau now covers twenty-four States, 
a list of which is appended to this re. 
port. 2 

“Competition is serious enough in 
some localities to disturb the associa 
tion rates. Notwithstanding this, it is 
evident from the annual reports of the 
plate glass underwriters that rates are 
sufficiently high in localities where 
competition does not flourish to over- 
come the lowering tendency of the 
competitive rates. 

“Conclusions.—The proper functions 
of rate making associations would 
seem to be to facilitate co-operation of 
its members with one another in or- 
der that unnecessary expenses may be 
eliminated, to bring about uniformity, 
and proper practices and to arrive by 
interchange of experience between 
members at adequate and equitable 
rates to the mutual advantage of tha 
companies and the public. 

“The bureau’s activities have been 
mainly confined to formulating rules 
governing brokers’ commissions and 
establishing a general rate to be 
charged in the various States in which 
it operates. 

“No record of rates on individual 
risks is kept and very little effort has 
thus far been made by the bureau to 
fulfill its functions with a view to fur 
nishing the best possible service to the 
public. There is a wide disparity be 
tween rates in different localities, but 
nevertheless the average level of rates 
is unduly high. 

“Brokers’ commissions are limited 
by the rules, but such limitation seems 
futile, when it is considered that 
agents’ commissions are not regulated.” 





MISSOURI COMPENSATION. 
Commission Reorganizes After Defeat 
of Measure—No Action Expected 
for Some Time. 


The Missouri Workmen’s Compensa- 
tion Commission has reorganized, fol- 
lowing the defeat of its bill, and will 
continue its investigation before propos- 
ing another plan. Senator B. F. White of 
Marceline, chairman of the former com- 
mission, was elected chairman and Sen 
ator Walter C. Goodson of Macon was 
made secretary. Other members of the 
commission are: Senator R. S. McClin- 
tick of Monroe City, Senator W. G. 
Busby of Carrollton and Senator Alroy 
S. Phillips of St. Louis. The commis 
sion is instructed to examine the laws 
of other States providing for workmen’s 
compensation and to investisate their 
workings. A bill prepared by the for- 
mer commission was defeated last win- 
ter on the plea that the measure itself 
was not practical and that the principle 
had been applied in other States too re 
cently to determine what kind of an act 
is best. The commission has _ until 


' January, 1914, to complete its investiga- 


tion and draft a bill. 





Montana Live Stock & Casualty Co. 

With a subscribed capital of $100,900, 
of which $50,450 has been paid in, the 
Montana Live Stock and Casualty In- 
surance Company of Helena, has com 
menced business. Former Governor E. 
L. Norris, is its president; H. B. Palm 
er, vice-president and treasurer; S. D. 
Cook, vice-president and superintend- 


ent of agents, and George B. Conway, 


secretary and auditor. 





Commission Men Must Supply Bonds. 
Oregon commission merchants are 


| now required to secure licenses and to 


give bonds guaranteeing the proper ful- 
filMment of contracts, 
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AUTO COVERAGE COSTS MORE 


ACCIDENTS 





MOTOR INCREASE. 





Experience Shows Companies Must 
Charge More When Including In- 
demnity for these causes. 





Ti enormous increase in claims 
growing out of motor accidents has 
made it necessary for the accident 
companies to consider an additional 
charge for owners and users of motor 
ears. The experience of the companies 
has been very unfavorable in respect 
to both fatal accidents and weekly 
indemnity claims. 

The tentative uniform policy which 
the committee of the International As- 
sociation of Casualty & Surety Under- 
writers has sent to members provides 
for an extra premium of two dollars 
for each $1,000 principal sum and five 


dollars weekly indemnity. This would 
make the premium for the automobile 
owner seven per $1,000. Under the 
death and dismemberment form, the 
ext charge is placed at $1.20 per 
$1,000. This policy provides no weekly 


indemnity and the premium would be 
$4.29 per $1,000. 
Not only is the automobile a source 


of danger to the user and owner but 
it is the cause of a growing number 
of cidents in vehicular traffic. Ac- 
cording to the report of the National 


Highways Protective Association, the 
records of trolley and wagon fatalities 
in New York showed a marked decrease 


last month over those of the corre- 
sponding month last year; the automo- 
bile fatalities increased nearly 50 per 
ce 

During the month, motor cycles and 
aut killed 22 persons of whom eight 
we children. In May, 1912,°15 adults 


and eight children were killed. They 


il d 30 children and 8? adults last 
month, while trolleys injured five 
children and 47 adults. Wagons injured 
19 children and 20 adults. Three 
chil n and five adults were killed by 
tre vs last month, a total of eight as 
compared with 10 persons killed in May 
f last year. Wagons killed 12 children 
and six adults last month as compared 
with 27 persons killed during the same 
month last year. 

Outside of New York city, throughout 
the State, 12 persons were killed by 


motor vehicles as compared with five 


killed in May, 1912. Trolleys killed 
five persons last month and seven a 
year ago. Two were killed by wagons. 
Considered from an insurance stand- 
poi! the underwriters say that the 


automobile hazard is in addition to 
the incidental to summer _ sports 
which have always been recognized 
sources of loss. 


NEW JERSEY ACCIDENTS FEWER. 





Automobiles Lead in Casualties—Com- 
parison With New York State 
for Same Period. 





\ccording to figures given out yes- 
terday by the National Highways Pro- 
tective Society, traffic accidents in New 
Jersey for the first four months of 1913 
showed a gratifying decrease from the 
figures for the same period of last year. 

From Jan. 1 to April 30 this year 
automobiles killed 23 and injured 108. 
For the same months of 1912 the fig- 
ures were 23 and 189. Trolleys killed 
9 and injured 49 this year against 13 
killed and 73 injured last year, and the 
figures for wagons were 4 killed and 22 
injured against 5 killed and 24 injured 
for the same cette of 1912. Children 
16 years of age or less were 7 of those 
killed and 32 of those injured by auto- 
mobiles; none of the killed and 6 of 
the injured by trolleys and 3 killed and 
5 injured by wagons. Automobile ac- 
cidents include those due to motor cy- 
cles, and wagon accidents those due to 
runaways. 


These figures show, when compared 





with those for New York State, in- 


clusive of New York city: 
Autos Trolleys Wagons 
Killed Inj. Killed Inj. Killed Inj. 
New Jersey .23 108 9 49 4 22 
New York ..99 461 64 256 38 138 


The populations of the two States in 
1910 were approximately: New Jerscy, 
2,500,000; New York, 9,100,000. 

Using this as a basis for comparison, 
the number of fatal accidents per mil 
lion of population, for the two States, 
for the first four months of this year, 
is, for all classes of traffic: 


New York. New Jersey. 


Automobiles ...... 11.0 9.0 
TOO <ackwcsoes 7.0 3.6 
| eee 4.1 1.6 





ONLY REASONABLE SUPERVISION. 





Bank Directors Not Legally Required 
to Keep Strict Check 
Upon Cashier. 

While directors of a bank must ex- 
ercise a reasonable amount of prudence 
in supervising the work of a cashier, 
they are not required to keep a strict 
check on that official, according to a 
decision of the Kentucky Court of 
Appeals, which affirmed the Bracken 
Circuit Court in the case of the United 
States Fidelity & Guaranty Company 
against the Foster Deposit Bank’s re- 
ceiver, in which a judgment for $10,000 
was recovered on the bond of Dan. C. 
McMath, Gefaulting cashier. The bond- 
ing company held that the bank direc- 
tors had not lived up to their agree- 
ment to inspect the books and accounts 
of McMath. The court held that the 
agreement did not require the directors 
to maintain the same check utilized by 
a bank examiner. In the opinion of 
the court, that necessity would have 
made the directors “insurers of the in- 
‘egrity and efficiency of the cashier,” 
an office assumed by the guaranty com- 
puny by reason of the bond. The court 
instructed the jury to decide whether 
the directors had exercised ordinary 
prudence, and it was held that this had 
been done. 





CUTTING OUT STATE BUSINESS. 





Excessive Losses Impels 
General to Cancel Liability 
Risks in Oregon. 





Unwilling longer to stand the heavy 
losses reported upon its liabilty busi- 
ness in Oregon the Frankfort General 
is cancelling as of July 1st all risks 
in the branch had in the State. When 
the drastic compensation laws were 
adopted in Oregon the Frankfort ad- 
vanced its rates to a point it was felt 
would justify continuing the business, 
but heavy as were the tariffs they 
proved inadequate to the claims filed 
against them. Hopeless of breaking 
even under existing conditions the Com 
pany decided to cancel all of its out- 
standing lability policies in the State, 
and this it has done. It will continue, 
however, to write personal accident, 
health and burglary insurance in the 
commonwealth, 


Opens Metropolitan Office. 





On Monday the Fidelity & Casualty 
Co. opened its Metropolitan office at 92 
William Street. The office is equipped 
to supply every facility to brokers in 
placing all lines of casualty, surety and 
liability business. It is under the 
management of Benjamin Sturges. 





Represent All Lines Now. 





By virtue of an arrangement recently 
made Hanford & de Venve, of Seattle, 
now represents as general agents for 
Washington, the Massachusetts, Bond- 
ing and Insurance Company of Boston 
in all of its lines. Heretofore they 
handled its casualty branch only. 








Frankfort | 











Liability Accident 


Fidelity and Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 133 WILLIAM STREET, NEW YORK 








YOUR éé J ARE You 
ithe, “F, & D.” GUARANTEE #333 
Ww Ww Fidelity and Surety, Accident ond Health, 
IE RITE Burglary, Plate Glass, Liability, Auto’ 
Total Assets Surplus to Policy-holders 
$2,000,000 $8,615,533.41 $4,837,505.91 
ORGANIZED, 1890 HOME OFFICE: BALTIMORE 


Fidelity and Deposit Co, OF MARYLAND 


Capital 





EDWIN WARFIELD, President 


We Do Business Everywhere 


NEW YORK CASUALTY OFFICE, 84 William Street NEW YORK SURETY OFFICE, 2 Rector Street 
Phone: John 2432 Phone: Rector 2000 








Southwestern Casualty 
Insurance Company 
SAN ANTONIO, TEXAS 
Capital & Surplus ‘ : . $290,000.00 


President, HOMER EADS 
Vice-President M. T. COGLEY 


Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 








WE ISSUE SURETY BONDS 


Be a “Bond Man.” You can increase your income by soliciting surety bonds. We want 
ab ty representatives in all uncovered territory and will make you a desirable proposition if you 
are the right man. Write for our Prospectus. 


Che Citle Guaranty and Surety Company 


Home Office: SCRANTON, PENNA. 
Capital and Surplus OVER ONE AND ONE-HALF MILLIONS 








Net Surplus and Capital - - $509,061.57 
Income 1910 - - - - 1,151,826.28 


WILL AID GOOD MEN IN 

ESTABLISHING AGENCIES 
Best Policies. Largest Commissions or Profit Sharing Contract 
A. E, FORREST, Vice-Pres. and Secy., 


CHICAGO 




















MANAGER OF PROMOTION DEPT. The Employers’ Liability 
Assurance Corporation, Limited 
The original and leading Liability 
Insurance Company in the World 


Brother of Pres. “‘Weedrow Wilson to 
Take Charge of Development Work 
for U. S. Fidelity & Guaranty. 





Joseph H. Wilson, brother of Presi- | LIABILITY, STEAM BOILER, ACCIDENT, 


dent Woodrow Wilson, has. taken 
charge of the promotion and develop- LAR : 
ment work of the United States Fidelity AND BURG Y INSURANCE 
& Guaranty with headquarters at Balti- United States Branch 
more, and he will also act as associate 

manager at the New York office. Mr. SAMUEL APPLETON, United States Managet 
Wilson was formerly connected with Employers’ Liability Buliding, 
the advertising department of the 33 Broad Street, Boston, Mass. 


Nashville “Banner,” AGENTS WANTED 


HEALTH, FIDELITY 
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INDEMNITY ON SURETY BONDS 


SOME COMMENTS BY FIELD MEN. 





Personal Indemnity Feature an Import- 
ant Factor—interesting Facts 
Drawn From Experience. 





Recently the Title Guaranty & Surety 
Co. of secured from some of 
its representatives, opinions on indem- 
in connection with surety bonds. 
reproduced in the cone 
Bonds” and they 

interesting and 
this feature of 


Scranton, 


nity 
These were 
“Surety 
much that is 
concerning 


pany’s paper 
contain 
informing 
the 
R. G. 
said: 
“The subject of indemnity is a big one, 
and one that I really think should be 
handled by the legal men of the profes 


business. 


Hillman, of Los Angeles, Cal. 


sion. Surety companies were not or- 
ganized principally or purposely for the 
purpose of guaranteeing the credit of 
people who come to them, or guaran- 
teeing their honesty. There are many 
bonds that we cannot write without 
securing the Company, or protecting 


the Company’s interests by some class 
of security, and I believe a great deal 
aepends on the collateral or the protec- 
tion which they secure. In taking this 
collateral; taking checks for instance. 
if people want to put up a check we 
have always made it a point never to 
take it unless it is a certified check, 
or unless the money is paid into our 
hands before the bond is delivered. Ac- 
cepting first mortgages on real estate 
is another step that we have to look 
at with a great deal of caution. I have 
always adopted the plan that we should 
never accept real estate as security un- 


less we know absolutely in whom the 
title rests. While that is pretty hard 
and sometimes it takes a great dea 
of time to do it, and while people want 
quick service, at the same time we have 
to do it to protect ourselves. 

“In regard to contract bonds, I be- 
lieve that the character of the indem- 
nitor should be looked into very care- 
fully. It is not a good practice to ac 
cept an indemnitor, no matter how 
wealthy he is, unless his character is 


above reproach, becaus¢ I think a 
tricky indemnitor can give the Com- 
pany a great deal of trouble. 

“In accepting indemnity, if the prin- 


cipal assets of the indemnitor are real 
estate, I believe it is absolutely neces- 
sary to have his wife sign the indem- 
nity bond with him. In the State of 
California we have a community prop- 
erty law In other words, this law 
gives to the wife an equal interest with 
the husband Under that law, she 
could enter a protest, in case a claim 
was made under the bond, unless she 
had signed with him. Of course, that 
causes people to refuse to sign an idem- 
nity bond. 

“There is another situation which 
we meet out there, which you do not 
here, and that is, there are few com- 
mercial stocks.or bond houses, and very 
few of our people handle or deal in 
them. Consequently, we have consider- 
able trouble in getting the proper co!- 
lateral. A man comes to us on an ap- 
peal bond, stay of execution, etc., and 
we ask him for collateral; the first 
thing he says is that he will give a per- 
sonal bond, and will not take the 
trouble However we are trying tu 
educate our people as to the advantage 
of corporate surety. 

“When you do have to accept per- 
sonal idemnity from an applicant, you 


should keep your eye on the applicant, 


and both eyes on the indemnitor, be- 
cause there is nothing to prevent him 
from side-stepping.” 


Personal Indemnity Unreliable. 


Joseph H. Clark of Detroit comment- 
ed as follows: 
“The question of personal indemnity 


is one of great We have 


importance. 


this difficulty in matte. that pe 
haps they do not have on the Coast. In! 
Michigan when husband and wife own! 
property jointly, it is not liable for the 
debts of either, and it frequently hap- 
pens that a man will have the reputa- 
tion in Michigan of being a wealthy 


man; perhaps he may have $100,000, 
every dollar of which stands in his 
wife’s name. Now, that man is not 


collectible for a cent; he is not any bet- | 
ter than the man who has not a dollar 
on earth, because you cannot reach it. | 
It does not help the matter any by hav-| 
ing the wife sign the note, because we! 
have a law in Michigan by which a 
married woman cannot bind herself on 
a contract, unless she does so out of 
her individual estate, so that a wife 
signing an indemnity bond makes the | 
same absolutely valueless, as she could 
not be held for it at all. For that rea- | 
son, it is not safe in Michigan to take 
personal indemnity, unless you abso- 
lutely know that the man has property | 
in his own name that is far in excess 
of the amount of the obligation he is 
undertaking, and an agent who is solic- 
iting this business is never safe in tak- 
ing any kind of security unless he con- 
sults the legal department first.” 
J. B. Murphy of Seattle, had this to 
say: } 
“I rather infer, from Mr. Hillman’s | 
remarks, that he has citizens and also 
real property of uncertain value. I 
understand that real property in the 
city of Los Angeles is subject to fluc- 
tuation, and that is somewhat true, I 
regret to say, in Seattle, my home 
town. I regret also to say, that many 
of the people whom we have known for 
years, in whom we have learned to 
place confidence and trust, not only in 
their financial worth and standing, but 
in their integrity as citizens of the 
community in which they live, we find 
that when they sign a contract of in- 
demnity, especially to a bonding com- 
pany, they seem to resort to methods 
to avoid the payment that are actually 
surprising to those who know them. I 
cannot understand why an indemnity 
debt should be repudiated any more 
than a grocery bill, or can I understand 
why a man, the moment he signs a 
contract of indemnity and sees upon 
his hands a failing contractor, at once 
sets about to perpetrate frauds which 
one knowing him would think were not 
within his conception, but that is peed 
| 
| 





Men sign contracts of indemnity who 
have funds, and who, by their reports, | 
show that they are worthy of con-| 
siderable credit, and yet when you call 
upon them, you find by one means or | 
another they have reduced themselves | 
to actual poverty, and the debit exist- | 
ing against them, and in favor of their | 


near relatives are absolutely surpris- | 
ing. | 
Extending Credit. <i 

“The writing of a bond is very; 
similar io a person coming to you for | 
credit. The Surety Company extends 
to the man its credit, and there is ne} 
reason why a Surety company should | 
not,,when a man comes to it for credit, 


man: ‘We want indemnity 
of some sort,’ unless that man’s finan- 
cial standing is far beyond the risk 
which’ the Company takes. If a man 
came to a bank for a loan, it would 
take time, and the man would have to 
be patient and wait; the abstracts 
would have to be brought down to 
date, the titles examined and found 
correct, and the bank would not loan 
the money until those preliminaries 
were put through and the _ security 
sufficient, and it seems to me that that 
ought to be true with the Surety busi- 
ness. 

“T remember last year one of our re- 
spected and honored directors stated 
upon this subject that agents when 
taking indemnity agreements, or in- 
demnity paper, ought not only see that 
it is sufficient in legal form, but that 
it covers something, and he meant by 
that that it covers something physical, 
which the Company can reach ulti- 


say to the 
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DR. BACON SAUNDERS, President 


Capital 
$300,000 


General Offices: 





FORT WORTH, TEXAS 


Surplus 
+ $300 000 








clean record. 
New Jersey. 


Equitable Accident Company. 


Best monthly contract on the market. 
support by the Company that works with you. 
District Managers and local agents wanted in 


Wm. H. JONES, General Manager 
161 DEVONSHIRE ST., Boston, Mass. 


Most loyal Home Office 
Twenty - one years’ 








C. H. FRANKLIN, U. S. Mer. and Attorney 


LIABILITY— 
Employers General 
Public Landlords 
Teams Elevator 


THE FRANKFORT GENERAL 
INSURANCE CO. 


of Frankfort-On-The-Main, Germany 

—ESTABLISHED 

United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: RicHarp DELAFIELD, Pres. of N 


EaNeT THALMANN, of Ladenbure, 
TUYVESANT FisH, 52 Well Street, New Yo 


INSURANCES TRANSACTED 


Vessel Owners 
Contingent 
Druggists & Physicians Industrial Ac.i‘ent & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 


1865—— 


Vational Park Bank 
Th: 5 & Co. 


JNO. i SMITH, Sec. U. 8. Branch 


Burglary 
Workmen’s Collective 
Individual Accident & Health 








C. A. CRAIG, President 


Life, 


Industrial, 


W, R. WILLS, Vice-Pres. 
The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 








DISTRICT 


NATIONAL 
CASUALTY 





Address: 
Majestic Building - “ 





The NATIONAL of Detroit 


ACCIDENT AND HEALTH INSURANCE 


Salaried ‘Positions and big future in cities in New York, 
Pennsylvania and New 


capable of managing a1 


National Casualty Company 


PIONEER IN 


MANAGERS WANTED 


Jersey for producers and men 


1 industrial debit. 





Detroit, Mich 








mately if it sustains a loss, and I am 
satisfied that the losses of the Com- 
pany do not come nearly so much from 
defective or illy drawn papers, as they 
do from the mere fact that the in- 
demnity covers nothing. It may, when 
it is written to-day, cover a respected 
and honored citizen, but to-morrow it 
may cover only a name, especially 
when you want to use it, so that while 


it may retard business, while it may 
cause the Company to lose business 
which it would otherwise secure, it 


seems to me that it is safe always to 
get indemnity which covers something. 

“The general contracts of indemnity, 
as Mr. Hillman has said, are subject to 
many criticisms. We have local laws, 
local statutes, defending different class- 
es of property, such as he has mention- 
ed, separate and community property 


laws, joint and several property laws, 
and making the contract only satis- 
fiable out of a certain class, but when 
you have the indemnity covering some- 
thing physical, you have that thing, 
whether it be of great or small value. 

“T have become convinced that per- 
sons, without much inconvenience to 
themselves, can give the bonding com- 
pany all sorts of trouble upon in- 
demnity agreements, and they have not 


the value that they seem to have, at 
the time the indemnity is written. I 
believe in first mortgages on real 
estate. I believe in certified checks; I 
believe in anything which places in 
possession and under control of the 
Surety Company something of actual 
value, but I do not place much faith 


in an indemnity agreement, which 1s 


merely a promise.” 
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SPECIAL TALKS WITH LOCAL AGENTS 





The tendency toward the 


The Field concentration of the 
of Boiler steam boiler insurance 
Insurance business of the country 


has been very pronounced 
during the past year or two and many 
agents don’t make any effort to de- 
yelop this business because of the 
pelicf that it is all going ultimately 
into the hands of a very few companies 
and they would rather devote their 
time to working up other casualty lines 
that are not likely to leave them. The 
yery nature of the steam boiler busi- 
ness favors the large company with Sits 
large plant and equipment. The biggest 
element in steam boiler insurance is 
the inspection, and to maintain a suffi- 
cient inspection department is a greater 
undertaking than would be justified by 
the volume of business obtainable for 
the average company. To that extent, 
the field of steam boiler insurance is 
limited for the agent. The insured is 


the gainer in the long run by this con- 
centration, because it permits a more 
efficient handling of the business at less 
co 
* . * 
R. P. Shorts, vice- 
How Much president of the 


Capital do you United States Health 
Represent? & Accident Co., in 
an interesting article 
Company's paper “Agents’ 
says: 


ir the 
Record” 
» commercial value of a house, a 
farm, an office building—in fact of all 
rty including money itself—is de- 


, ined by the amount of income it 
1 yield to its owner on a rental 
bi . Values have now become sv 
uniform throughout the entire country 
that a 5 per cent. income from capital 
or other property is considered a fair 
Ti of interest. Thus, if a man can 
in' $100 in such a way that it will 
pay him $5 in interest every year, he 
is getting the standard rate of income 


on his investment. 


Unfortunately, all of us do not own 


houses or farms or other properties 
which we can use to yield us interest, 
but have to depend for our income en- 
tirely upon the price which our ability 
will bring in the open market—what 


our employers will pay for our hire— 
what our services will rent for. 


Fortunately, however, the day has now 
arrived when ability and brains and 
efficiency are of more financial value to 
their possessor than earthly posses- 
sions of untolu dimensions. To-day 
ability to do things is regarded as 3 
most valuable asset and we can now 
find in every city and village through- 
out this broad country many men of 
brains and ability drawing more pay 
for their personal services than could 
be earned from the rental of a thous- 
and houses, farms or office buildings. 
Their ability is their capital and they 
so invest it as to yield them fabulous 
returns in the way of salary or com- 
mission incomes. 


Now then—how much capital do you 


represent? Figuring on a 5 per cent, 
basis, if you are now earning $1,000 a 
year your earning capacity may be 
valued at $20,000. If you are earning 
$2,000 or $3,000 or $4,000 a year, your 
earning capacity represents $40,000, or 
$60,000, or $80,000 respectively. Multi- 
ply the amount of your yearly earnings 
by twenty .and you will have a figure 


which fairly represents the capitalized 
value of your ability. If you should die 
to-night your family would lose the in- 
come from this invested capital—your 
earning capacity. 

It is evident then that the wise thing 
for you and me to do is to rapidly in- 
our ability as income producers 
—as interest earners. Just as money 


crease 


makes more money, so increased ability 
Makes increased income for its posses- 
sor. I ought to know more about my 
business this year than I did last. I 
ought to have more ability this year 


than I had last. I ought to earn more 
income this year than I did last—and 
so ought you. As your and my business- 
getting ability is our chief invested 
capital, it is certainly up to you and 
me to rapidly increase our capital if 
we are to enjoy an ever increasing in- 
come, and the only way on the greer 
earth by which this can be done is by 
the further application of those ele- 
ments which go to make up and in- 
crease a man’s ability to get business, 
i. e-—close attention to details, constant 
study of conditions, and good, hard, 
earnest, consistent W-O-R-K. 

Let us not fool ourselves, Boys, into 
believing for a single minute that good 
luck will help us out and make up for 
our shortcomings. Luck plays a mighty 
small part in a man’s career and it is 
more often bad luck than good luck. 
W-O-R-K is the main thing that in- 
sures success and, thank the Lord, no 
one bas a monopoly on W-O-R-K. 

3 . . 
The above question, in 

Standing in ovr opinion, is one 

With Your that is not fully cov- 
Polcyholders ered by such an 
answer as, “Oh! nicely. 
I manage to get my premiums from 
them in good time each month.” There 
is considerable more to the question 
than that, as far as it affects -your 
interests, Mr. Agent, as if you “stand 
in” with the policyholders, they in 
themselves constitute almost an un- 
limited field for you in your canvass 
for business. 

When you call upon a policyholder 
or when he calls at your office to pay 
a premium, do not let your mission 
end with the simple act of accepting 
the premium, giving receipt therefor 
and saying good-bye, but if at the 
house, take an interest in the welfare 
of the family and in the children, as 
on numerous occasions you will see 
how it will open a way to conversa- 
tion and gain for you the informa- 
tion that the husband or the wife has 
some brother or sister or some other 
relation or friend, who can be inter- 
ested in insurance. Then, in order to 
get the policyholder more interested, 
offer a month’s insurance free for every 
prospect that is suggested to you, 
either by the husband or the wife and 
who is written up by you. The hus- 
band is always looking for an extra 
dollar and the thrifty wife is always 
on the lookout to save one and fre- 
quently by following out this line of 
information, you can secure at least 
three or four good prospects. 

Wear one of the General’s buttons. 
It is full of attraction and practically 
every policyholder who sees it will be 
glad to wear one himself. The first 
question he will ask you is, how he can 
secure one and then you can have the 
opportunity of offering to give him one, 
if he will give you the name of one of 
his friends whom you are successful 
in writing up. 

When you settle the claim of a 
policyholder, he is generally greatly 
enthused and happy over the fact that 
he had the foresight to take out the 
insurance. It is then the time to ask 
him to help you in your work and to 
do his friends a favor by introducing 
you to them and when they know how 
well he has been treated, they gener- 
ally will fall in line. 

Undoubtedly some of your policy 
holders work in a mill or in a shop or 
in some place where there are several 
fellow employes with whom he enjoys 
a close friendship. Here is the oppor- 
tunity for you to show him how he can 
make a five or ten dollar bill, by simply 
putting you in touch with his friends 
and recommending your proposition to 
them. The same applies to railway 
employes. They can always put you 
in touch with someone who needs the 
insurance and who will take it if it is 
only put up to them. Then again you 
have the policeman on his beat. If 
you get one of those boys insured, and | 


scores of our agents do have many of 
them insured, they will become en- 
thused with your proposition,.as a dol- 
lar or two a day extra looks good, and 
as they see and know many people, 


they can generally start from five to six | 


people your way each week. It is 
something they can do without jeopar- 
dizing their position, and you will be 
surprised how the enthusiasm spreads. 

Again there is a clerk in the depart- 
ment store who is a mighty good risk. 
If you have not any insured, go after 
one and insure him and you will find 


that you have opened a way to get from | 
fifteen to twenty policyholders through 


his efforts without much trouble. 

Instances such as the above could be 
enumerated, and we believe every 
agent who has tried these plans will 
agree with us that they are practical 
and effective. All of our agents know 
that we have several attractive adver- 
tising novelties and any one of them if 
given to a policyholder for a favor 
which has been shown, will on the aver- 
age prove to be a good paying invest- 
ment. 

Keep in good standing with your 
policyholders. Treat them so that they 
will look upon you as a personal friend, 
that they will take an interest in the 
work and to such an extent that they 
will want to see you as the leading 
Casualty agent of a leading company in 
your town. Every policyholder has 
friends and you can make those friends 
your friends and many of them your 
policyholders, for the asking, providing 
you show courteous and proper treat- 
ment to the ones you already have.— 
L. R. W. in the General Accident Re- 
view. 


The personal accident and health in- 
surance branch of the Metropolitan 
Casualty Company of New York, will 
be handled in Boston by the new firm 
of Newell & Adams, 
perience and popular with the 
writing fraternity of the Hub. 


both men of ex- 
under- 











CHARLES W. FOULKE 
S. E. Cor. Walnut and Fourth Sts. 
PHILADELPHIA 





Claims Investigated and Adjusted for 
Insurance Companies and Corporations 











of CHATTANOOGA, TENNESSEE 











AT NS Upacs compin” 


of see Vork 
SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President 


80 Maiden Lane, New York 





GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 
INSURANCE 
a Specialty 
te References on Application -:-:- 


Suite 720-29 So. LaSalle St. Chicago, Il, 


TELEPHONES: Randolph 6816 and 6817 





WHAT YOU DESIRE IS COMING TO YOU 





No ‘‘ifs’’ 


NEW 


GET NEXT! 


**ands”’ 


or ‘‘buts’’ the 


GREAT EASTERN ULTRAS 
ORDINARY ACCIDENT 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL _ 


AND HEALTH 





GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 








Home Office, 


PLATE GLASS 


ND HEALTH 


DANIEL D. WHITNEY, Vice-Pres, 


re NG ACCIDENT 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
47 CEDAR STREET 
Chartered 1874 


POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


ALONZO G. BROOKS, Ass’t Sec. 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


THE SIGN OF GOOD CASUALTY INSURANCE 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 


ENGLAND 
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THE 
MICHIGAN 
STATE LIFE 


DETROIT 


Money Makers 











Insurance in force 
over 


$9,000,000.00 





Offers unexcelled -Policies and | 
splendid commission contracts . 
JAS. A. STEPHENSON 
PRESIDENT 
DALLAS, TEXAS 


direct with the Company to agents in 


OHI0--- MICHIGAN---INDIANA ] | 
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Life Insurance Co. 


General Agents and District Man- 
‘agers now’ considered for choice, Teri- 
“tory in Pennsylvania and other States. 
TOP NOTCH Ist year and Renewal 
Commissiohs.” * We have the Policies 
that DO SELL. 


We Are The Agent’s Company 


HOW? WHY? White, or 
Call and See 


G. M. NETTLESHIP, 
Manager of Agencies, 
1333-7 Real Estate Trust Bldg., 
Philadelphia, Pa. | 


MISSOURI 
STATE LIFE, 


Salable 
Policies 


- Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 





Home Office: ST. LOUIS, MO. ' 




































FIRE ASSOCIATION PHILADELPHIA 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual .3 
Cash Capital $750,000 Assets $9,091,141 Ra 


E. C. IRWIN, Fyoold dent H, CONDERMAN, Vice-President ey 
M. GARRIGUES, Sec. and Treas. 
R. N. KELLY. Jr., Asst. Sec. and Treas. 











W. W. ALEXANDER, Sec. 


a Reap, 


DS 


SS 
PR ee 





res 


INSUIRANGE; OOMPANTT 


BALTIMORE, MD. 
Cash Capital $545,000.00 Surplus to Policyholders $620,081.16 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA. N. Y., or HOME OFFICE 








MAN qualified to appoint the right kind 
of producing agents in small towns in 
the State of Pennsylvania will find it to his 
advantage to address the undersigned, giving 
full particulars as to life insurance experience 
for the past seven years. Salary and expenses 


paid. 


Scranton Life Insurance Company 
SCRANTON, PENNA. 











The First National Fire Insurance Company of the 
United States announces the completion of its organiza- 
tion with its $1,000,000 each of capital and surplus fully 
subscribed. Of this amount over $1,250,000 has been 
paid in, and the balance is being paid in monthly instal- 
ments, which will be taken credit for in the December 
31, 1913, statement. 


The cost of organization up to December 31, 1912, 
according to the report of Actuary S. H. Wolfe, was 12.6 
per cent. on the $1,757,650 of capital and surplus then 
The balance of the stock has been sold 
to original stockholders at a greatly reduced cost. 


subscribed to. 


Local agents desiring to represent a strong, pro- 
gressive Company should address Agency Department. 











FIRST NATIONAL | 


FIRE INSURANCE COPIPANY 
OF THE UNITED STATES 
Washington, D. C. 














VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—Fornr-— 


LIFE INSURANCE AGENTS 





“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 5010 
(With Imprint on Lots of 5,000 or over) 


“D0 RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS ” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 


we are agents. 
Samples of any or all of the above sent upon receipt of 25c. 
postage. 


Address THE EASTERN UNDERWRITER CO. 
105 William St., 


New York City 

















